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INTER-STATE BUSINESS MEN'S ters...always 
ready to accept 


Brown Hotel Bldg., Des Moines, Iowa. 


Gentlemen: e 
sound insurance 


Kindly send me complete information regarding a 


profitable agency connection with your Association in = 
Illinois (], Michigan (], Indiana (|, Ohio (J, Pennsyl risks eee prompt 


vania [], Vermont [_], Delaware [_]. - " = 
{ have checked the state in which I am interested in in settling claims. 


obtaining this agency connection. 


NAME. 
General Accident & Liability 
INTER-STATE | Insurance Co., Ltd. 
BUSINESS MEN’S ACCIDENT ASSO. 


The Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 
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THE ROLL CALL OF STATES 


Oregon 
Pennsylvania 
South Dakota 
Tennessee 
Texas 

Utah 
Washington 
West Virginia 
Wisconsin 


Missouri 
Montana 
Nebraska 

New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 


Arizona 
California 
Colorado 
Illinois 
Indiana 
lowa 
Kansas 
Michigan 
Minnesota 


Each one offers an exceptional agency opportunity 
with The Lincoln National Life. 


(LINK UP (wr 1He Q)LINCOLN) 


The Lincoln National Life 


Insurance Co, 
“Its Name Indicates Its Character’’ 
Lincolin Life Building, FORT WAYNE,IND. 
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SNTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE C0, 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 


CLEAN — STRONG — PROGRESSIVE 
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Over $90,000,000 of business in force 




















WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 
GROUP 
SUB-STANDARD 
COMBINATION ACCIDENT & HEALTH 








Business in Force $64,667,311 
Admitted Assets $8,867,706 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 


of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


“| 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 
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COMPULSORY INSURANCE ON TAXICABS 


Some Aspects of the Situation Now Existing in New York City 


SHEN the taxicab bonding law went into 
effect in New York city on July 1, some 
persons of Utopian persuasion believed 
that the problem of making the owner or 
driver of such a vehicle financially respon- 
sible for injury caused by his car to indi- 
viduals or property had finally been solved. 
Proponents of the measure were certain 

that it would be a long step in the direction of safeguarding the 
public—and, as a matter of fact, it was. Every law, however, 
is only as efficient as its enforcement permits, and, viewed from 
this angle, the compulsory insurance of taxicabs has left much 
to be desired. 

The legislation involved in this matter is not restricted to 
taxicabs. This may readily be realized from Chapter 413 
of the New York Statutes which is entitled: “An act to amend 
the highway law, in relation to indemnity bonds or insurance 
policies of owners of motor vehicles operated on any public 
street or highway of the State.” From the designation, it might 
be inferred that all motor vehicles were included, but that part 
of the law which makes bonding or insuring obligatory clearly 
shows that only “common carriers” are meant and that street 
The sum for which the vehicle owner must 
insure, it will be recalled, is $2,500, and it was stipulated that 
a separate bond must be filed with the commissioner of motor 
vehicles for each car to be operated. The security may be a 
personal bond, with at least two sureties approved by the com- 
missioner ; a corporate surety bond; or a policy of insurance 
in a solvent and responsible company. 

On and prior to the date the law became effective, there was 
atush to meet the requirements, but, after a few months had 


cars are excepted. 


gone by, it began to be whispered that perhaps all was not well. 
The legal ship had, for the time being, run foul of the shoal of 
enforcement. There was a readjustment of rates to a basis of 
$30 per month under the watchful eye of Francis R. Stoddard, 
Jr., then superintendent of insurance of New York, but diffi- 
culties continued to crop up. The latest of these is a dis- 
covery on the part of the police of the city that the stickers, which 
had been devised to identify bonded taxicabs from those which 
One 


arrest on the charge of purchasing and using counterfeit stickers 


had not complied with the law, were being counterfeited. 


has already been made, and it is understood that the case will 
come to trial during this week. Meanwhile the evil, so far as 
anybody knows, continues. 

' The stickers referred to are changed in form, color, text, 
etc., each month, but the fact that the law has been evaded has 
Albert E. 


Sheridan, manager of the Motor Vehicle Bonding Companies, 


shown that the method is not entirely satisfactory. 


an organization devoted to the writing of this form of coverage, 
told THe SpectraTor that it was his belief that between 40 and 
50 per cent of the taxicabs operating in New York city at the 
present time were not properly bonded. The companies’ bureau 
just named is composed of the Fidelity & Deposit Company, 
Baltimore; the National Surety Company; the New York In- 
demnity Company; and the Sun Indemnity Company, all of 
New York. Some insurance policies of this class are also 
being issued by the Twentieth Century Mutual Company, the 
Automobile Mutual Indemnity Company, the New York Mutual 
Company, the Amalgamated Mutual Insurance Company, and 
others. 

As regards the underwriting of taxicab bonds or insurance 


(Continued on page 5) 
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THE MAKING OF THE FIRE INSURANCE RATE 


Ldward R. Hardy, fssistant Manager, Ner York Hire Insurance Lxchauge~* 
Thirty-Sixth Article 
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Some Details of the Universal Schedule 


The problem which it is necessary to solve, if a schedule 
is to be of universal and satisfactory application, is to 
provide for every possible condition that may arise in the 
actual application of the schedule. It is not difficult to sit 
down to a desk and devise a universal schedule—it is quite a 
different matter to submit that schedule to field experience and 
produce results which are satisfactory, even in a measurable 
degree. 

If the Schedule is to be used for rating a small one-story 
frame garage and also for rating the Woolworth building, it 
is obvious that there must be provision for wide elasticity in its 
use. In the Universal Schedule the devices used to accomplish 
this result should be considered in some detail. It will be neces- 
sary to consider both the non-fireproof and the fireproof, but 
the fuller treatment will only be necessary for the non-fireproof 
because the method is the same in both classes, with certain 
variations. 

The Schedules taken for illustration are those in use in New 
York city, although those from Boston, Philadelphia or any 
other city might equally well have been taken. The Schedules 
in New York city have possibly one thing which makes it de- 
sirable to use them. They were prepared under the direct 
supervision of the chairman of the committee, F. C. Moore, 
and to that extent they represent his ideas as to the necessary 
measures to be adopted in preparing the Schedule for use in a 
city. 

The key rate has been sufficiently treated and the only thing 
necessary to observe is that in New York city it was fixed at 
.10. The city was considered standard, and the rate for a non- 
fireproof building would therefore have been .25. The large 
reduction from .25 to .10 was made because of the ability of the 
fire department of New York city to assemble a fire-fighting 
force, both in men and apparatus, unequaled in any other city 
in the world. 

IValls.—The items in the Schedule are numbered from num- 
ber I on, and items 38 to 461% deal with the question of walls. 
This large series of items is necessary in this one factor, not 
only because walls are extremely important, but to make pro- 
vision for the different conditions that would be found in actual 
field work. Item 38 reads as follows: ‘Walls: indep’t (for 
party see 40) each 4 in. variation from stand, .o1. (Buildings 
over 3 stories high double charge. )”’ 

Item 46% reads as follows: “Stone or glass front or side, 
each .03.” 

Between these two all possible conditions are provided for 
and these two examples show the range. 

Roof.—Five items are devoted to provisions for the non- 
standard roof; the standard would be accepted without charge. 
Included in the items devoted to the roof is one for the roof 


space, the blind attic or cock shaft, which feature is treated 


thoroughly and most completely under the general item of Roof, 

Floors——The standard floor would be double and more than 
3 inches thick. If it were double but less thick, a certain charge 
is provided, and a higher charge is made for a single floor, 
Also provision is made under this heading for those cases where 
the floor joists are quite sub-standard, less than 3 inch by 
10 inch. 

Finish._—The ideal finish to a building from an underwriter's 
point of view is none—that is, it would be the brick wall ex- 
posed. That, however, does not suit business conditions and 
provisions must be made for variations in the matter of finish, 
The best is where the finish is directly on the brick as the 
plaster applied directly to the wall. It may be wood, it may be 
lath and plaster, or something not as good. Practically every 
possible condition is provided for in the Schedule used, even 
where cloth is found, as it is sometimes. 

Area.—This item is the first one in which a certain principle 
generally recognized in rating is introduced. In addition to 
that, however, it introduces another principle. It accepts as the 
area of a standard building 2,500 square feet and made a 
charge for area in excess of that amount. Other schedules 
start with a lower unit, as 1,000, and one does not set up any 
standard. Those may be considered in their proper places. 
The reason 2,500 square feet was adopted in the Schedule was 
because that represents the average size of the ordinary busi- 
ness property—that is, a lot 25 by 100. The acceptance of this 
size as standard avoids the necessity of making a charge for 
area for every building in excess, for instance, of 1,000 square 
feet, if that was the standard accepted. 

This, however, is not the most important provision of this 
item of area; the most important is the provision for what is 
known as a “stop charge.” This means that the charge under 
the item is not permitted to exceed a certain amount, never mind 
how large the area of the building may be. For instance, if tt 
is six stories or less, $1.00 is the maximum charge; if it exceeds 
six stories $1.50 is the maximum charge. If provisions like 
this were not made at certain points in the Schedule this item 
would tend to run away with the rate. In other words, it 
might be possible to secure under this one item a sum so large 
that it would be more than the underwriter deemed necessary 
for the whole risk. This would defeat the purpose of schedule 
rating, which aims at a rate made up of a series of items each 
emphasizing a merit or demerit of the risk. 

This item is further interesting because it introduces features 
which are intended to make it bear less harshly under certain 
conditions than others. If the risk be sole tenant, the charge 
may be reduced 20 per cent and, furthermore, if there be 
division walls, a reduction of 10 per cent may be made for each 
such wall, not exceeding 40 per cent for the whole. 

(Continued on page 33) 
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ABIG NOISE FROM SOUTH CAROLINA 
pico date of August 23, the insur- 

ance commissioner of South Caro- 
lina has published one of the 


specious documents it has ever been our 


most 


pleasure to read. It is in reference to the 
order of the department, promulgated 
August 2, calling for a reduction of cer- 
tain classes of fire rates in 
South Carolina, largely to accord with 
similar rates extant in North Carolina. 
Upon reading the document one inevi- 
tably comes to the conclusion that the com- 
missioner from South Carolina was look- 
ing in a mirror when he wrote it. 


” 


scribing 


insurance 


In de- 
the companies” he has described 
himself so well that the document might 
be nicely fitted into a biographical sketch 
of this remarkable man, who, by the way, 
isa candidate for the democratic nomina- 
tion for United States senator. The 
Atlanta office of the South-Eastern 
Underwriters Association is, in his 
opinion, composed of men nothing short 
of idiots, who are beguiling “the com- 
panies” into a trap of their own making. 
These gentlemen are, in turn, actuated by 
legal advisers, to whom “the companies 
Pay great fees,” and who, according to 
the commissioner, “rely upon bulldozing 
methods and the prestige of bloated repu- 
tations” to gain their ends, rather than 
upon legal training. Such is life in South 
Carolina! Wise and hopeful politicians, 
such as the commissioner, have a hard 


lime keeping their heads above water. 
“Too superior,” says Mr. McMahan, 

“to investigate the facts and... . to meet 

my inquiries with frank explanations, 


they tried to dismiss me with a wave of 
the hand.” On the contrary, the ex- 
planations have been made, not only by 
the South-Eastern Underwriters Associa- 
tion, but in the editorial 
several of the insurance newspapers, in- 


columns of 


cluding THr Spectator. For his benefit, 
however, we are going to state them once 
more. The rates in North Carolina are 
lower than those in South Carolina for 
the simple reason that the losses are less 
in the former State. 
largely resulted from the fact that for 
many years the North Carolina depart- 
ment has concerned itself very assidu- 
ously with fire prevention, and its work 


This condition has 


has brought about definite results, which 
‘the companies” have been only too glad 
to recognize. Hence the lower rates in 
North Carolina. 
recommended to Mr. McMahan that he 


We have previously 


initiate a similar policy in South Caro- 
lina. We reiterate this- recommendation 
and have not the slightest doubt but that 
the results would be, beneficial to the citi- 


zens of his State, both financially, by a 





reduction of fire insurance rates, and 
humanly, by a saving in lives. 
COMBINED SURRENDER AND LAPSE 


TERMINATIONS 

HE accompanying table is a com- 

bination of the data in the two 
tables presented in a previous edition of 
THE Spectator showing separately the 
terminations by surrender and lapse of 
twenty-nine life insurance companies. 
The table in this issue of Tue SPECTATOR 
shows the combined surrender and lapse 
terminations for these same twenty-nine 
companies covering a period of twenty 
years, vear by year, as well as averages 
for the four five-year periods and for 
will be 
for the 


the entire twenty years. It 
noted that the combined ratio 
vear 1923 is 4.96 per cent and represents 
a reduction of .68 per cent from the ratio 
resulting from these same companies’ 
operations in 1922; it is, moreover, a 
reduction of 1.39 per cent from the re- 
sult in 1921 of 6.35 per cent. Of further 
interest to life underwriters is the fact 
that the ratio for 1923 has been surpassed 
in but five of nineteen prior years, these 
It is 
a satisfactory indication that the educa- 


being from 1916 to 1920 inclusive. 


tional propaganda instituted in the inter- 
est of policy conservation is bearing fruit 
(Continued on page 27) 
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Compulsory Insurance on Taxicabs 

(Continued from page 3) 
policies protecting the public in the event of 
bodily injury or damage to property caused 
by the cab so insured, there is practically no 
definite procedure. The bonds are issued “hit 
or miss” and, with a high premium, the com- 
panies simply trust to luck that the volume of 
business will be sufficient to pay losses and 
leave a small underwriting profit. The hint 
of danger lies in the fact that if only 50 per 
cent of the owners of the vehicles comply with 
the law and pay the monthly premiums in re- 
turn for the bond coverage, the premium vol- 
ume may not be enough, with many compa- 
nies accepting the business, to make the ven- 
ture profitable. 

“The accidents reported to our organization 
average about 300 or more per month,” said 
Mr. Sheridan when questioned about this phase 
of the question; “and that naturally means the 
If the law could be 

premium volume 


payment of many claims.” 
adequately enforced, the 
would naturally be greater and the problem of 
guessing at the underwriting feature of the 
business might be somewhat lessened. 

Many insurance executives believe that the 
solution of the enforcement of the law is up 
to Charles W. Harnett, who was recently made 
motor vehicle commissioner at a salary of $10,- 
coo per year. It is said that Mr. Harnett ap- 
pointed 140 inspectors to aid his department 
and it is suggested that if he assigned only 
ten of them to enforcing the taxicab bonding 
law, there would be a notable improvement in 
conditions within a few months. Ten men, 
stopping ten cars per day, could soon change 
the aspect of the situation, as the law itself 
gives the motor vehicle commissioner the power 
to punish where necessary. Failure on the 
part of the vehicle owner to renew the bond 
or policy is provided against in the amendment 
to the highway law as follows: 


Unless such owner shall file a new bond or 
policy of an insurance company, as provided 
by this section, within such time as_ shall 
be specified by the commissioner, such owner 
shall cease to operate or cause such motor ve- 
hicle to be operated, in such city, and the 
registration of such motor vehicle shall be auto- 
matically revoked. Forthwith after receiving 
notice that his registration has been so revoked 
an operator shall return the license plates 
issued for such vehicle to the commissioner. 
Failure to return the same within such period 
shall constitute a misdemeanor. Any police 
officer shall have the power and duty to seize 
any license plate retained in violation of this 
section and to arrest any person guilty of such 
misdemeanor. Power is hereby conferred upon 
the commissioner to deputize one or more of 
the employees of his office or to appoint with- 
out pay and deputize another on recommenda- 
tion of the surety or assurer to recover license 
plates previously issued for or in receipt of a 
motor vehicle in case a notice of cancellation is 
received as herein provided. Any person so 
deputized shall have full power and right to 
seize, take and remove the license plates from 
any such motor vehicle at und after the ex- 
piration of the twenty-day period specified in 
such notice. 

Any person, firm, association or corporation 
operating a motor vehicle as to which a bond 
or policy of insurance is required by this sec- 
tion who or which shall operate such vehicle, 
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or cause the same to be operated, while such a 
bond or policy, approved by the commissioner 
as required by this section, is not on file with 
the commissioner, and in full force and effect, 
or who shall not have in his possession, while 
operating such vehicle, the certificate of such 
filing, or who shall have in his possession any 
false or fraudulent certificate of such filing, 
and who shall not have posted pursuant to a 
rule or regulation made and issued by the 
license commissioner, by similar official or 
board of any city, town or village, or by the 
commissioner of motor vehicles, in a conspicu- 
ous place in or upon such vehicle a disc or cer- 
tificate or other evidence showing that such 
bond or policy is on file with the commissioner 
and in full force and effect, shall be guilty 
of a misdemeanor. 

Insurance men contend that the validity of 
the law, and the future success of the com- 
panies in writing this business, depend entirely 
upon its enforcement by the proper authorities, 
and they are looking to the motor vehicle 
commissioner's office for an energetic move in 
that direction. 

HENRY SWIFT IVES’ ADDRESS 
Talk on Menace in Attempt to Get Gov- 
ernment Control of Business 


Henry Swift Ives, secretary of the Casualty 
Information Clearing House, Chicago, IIL, 
delivered an address before the Ohio State Bar 
Association at Cedar Point, Ohio, last Friday, 
entitled “Compulsory Liability Insurance,” 
which was designed with the purpose of awaken- 
ing insurance circles to the approaching menace 
of a bureaucratic control of insurance. In the 
inception of Mr. Ives’ speech there are figures 
and statements as to the present prosperity of 
insurance under the existing condition of 
private management. With this scarcely veiled 
introduction as to the nature of his speech, 
Mr. Ives suddenly launched a mighty attack 
on the evils and the inevitably disastrous re- 
sults consequent upon the government taking 
this important step. 

In his attack, Mr. Ives cites the case of the 
sixteen States that have already experimented 
in compulsory workmen’s compensation insur- 
ance to the extinction of the private enterprise, 
and the case of two States attempting to con- 
trol life insurance through the medium of a 
so-called State fund. 
seven of the former sixteen States where the 
private enterprise has been excluded, the States 
tl.emselves admitted their 
exercise control. “The public will bear the 
brunt of this,” says Mr. Ives, and he appeals 
to them to deprecate this situation. 

In order to demonstrate the strong position 


Mr. Ives states that in 


have inability to 


Mr. Ives takes on this subject we quote the 
closing paragraph of his talk: 

In my opinion the greatest menace to the 
institution of private property, the most insidi- 
ous assault on private rights, the most far- 
reaching invasion of personal liberty ever pro- 
posed in this country is the effort to socialize 
insurance. Once in control of the institution 
of insurance the State would be in a position 
to control every business, every entefprise and 
every venture, because insurance is the life 
blood of commerce and of trade. And insur- 
ance also is an index of acquisition and posses- 
sion. Men now buy it willingly to protect 


their own, and as long as men are interested 
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enough in protecting their own they will be 
interested enough to reject socialization of 
property rights. But if insurance be eliminated 
from status of voluntary contribution and 
forced into the status of an enforced payment 
or tax to the State which in turn is to be 
looked upon for protection, then most assuredly 
the end of the long reign of the personal prop- 
erty rights and individual possession will be 
at hand. 


Maryland Casualty to Erect New Building 
for Philadelphia Staff 


PHILADELPHIA, August 30.—The Philadel- 
phia office of the Maryland Casualty has just 
purchased from the Friends Estate (Quakers) 
the old buildings on Walnut Place, which runs 
off lower Walnut street at 316-318. The pur- 
chase price is placed at $250,000. 


It is the purpose of the Maryland Casualty 
to tear down the old structures and erect ap 
eight story brick and steel building to serye 
as the headquarters for the Philadelphia staf. 

These structures are of great historic sig- 


nificance, being around 125 years old. Long. 
fellow, in his poem “Evangeline,” mentioned 


one of the buildings. 

The site of the new building project was 
once known as that of the Friends’ Almhouse, 
erected in Colonial times. 


—Los AnGcELEs, Catir., August 30.—Failure of the 
Interstate Casualty Company has hit California par. 
ticularly hard. The Agency Company of California, 
which represented the Interstate in California up to 
a very short time ago, had a heavy line of automobile 


insurance on its books. 


— 
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Many of them 
county officials. 


FIDELITY and DEPOSIT 
COMPANY 


BALTIMORE 
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Making Politics Pay 


A NUMBER of states will elect 


state officials 


candidates are potential pros- 
pects for Public Official bonds. 


All of which means that a lot of 
surety agents are going to pocket 
sizeable commissions. And they 
won't have to create the busi- 
ness— it’s created by law. 


this Fall. 
will also elect 
Hundreds of 


Sp. 82. 

PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


If you are not already adequately repre 
sented in this territory ] will be glad to have 
full information regarding an agency connec: 
tion with your Company. 
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CASUALTY PROGRAMS Greetings from the National Association of In- AUTOMOBILE ACCIDENTS 
‘asualty surance Agents: Thomas C. Moffatt, Newark, N. J. 
Address by the president of the National Associa- 
rect . ’ . ° ° 
: ° Joint Plans of Agents’ and Under= (tion of Casualty and Surety Agents: Thomas E. Committee of Highway Safety Con- 
| Serve writers’ Associations Braniff. ference Meets 
la staff, ines Address.—Claris Adams, Turner, Adams, Merrell 
ic sig. & Locke, attorneys: ‘‘Public Relations.” 
¥ sig R. T. GRANT TO SPEAK a ene RECOMMENDATION MADE 
~Ong- y uaa 
nti ss Subjects for discussion: 
. on . ies ss : é 7 . © 
Speakers Include Many Prominent Insur- Contract Bond Business.” Would Make Finance Companies Require 
ance Men—Golf Programs Complete “Public Relations in the Casualty and Surety Busi- Liability Insurance 
ct was be ; ae ness.” 
mhouse The annual joint meeting of the National “Uses and Advantages of the Casualty Informa- Wasnmetox; Tk; Saeuahe 2-000 
Association of Casualty and Surety Agents and _ tion Clearing House.” crete recommendations for coping with the 
. . e oT i + o.2 ” , 
International Association of Casualty and The Acquisition Cost Rules, ver - : ;_ 
“ - Underwriters will be held this y t Announcement of committee appointments by the ever increasing number of automobile — 
e of the Surety Unc erw ers W a | e held this year a president of the International Association of Casualty dents were placed before the insurance com- 
nts the Greenbrier Hotel, White Sulphur Springs, and Surety Underwriters: William BroSmith. mittee of the Highway Safety Conference at 
alitornis W. Va., September 23 to 25 inclusivee As usual Announcement of committee appointments by the a meeting at the Department of Commerce on 
ia up there will be joint and separate meetings of president of the National Association of Casualty and N t 20 
P Se hese Surety Agents: Thomas E. Braniff. +See : : ats 
Atomobile both associations and iy — golf pro- Atenas These recommendations included requiring 
gram has been arranged for the afternoons. A companies financing the purchase of auto- 
— new rule, in this connection, is that anyone Wepnespay MorninG, 10 O’CrocK mobiles to make liability and property damage 


playing during the convention sessions will be 
disqualified from the tournaments. 

A feature speaker will be Richard T. Grant, 
president of the United States Chamber of 
Commerce. The following arrangements are 
made for the joint meeting of the two asso- 
ciations : 

Tuespay Morninc, 10 O’CLocKk 
THE GREENBRIER BALLROOM 
Joint Meeting 
of the 

ASSOCIATION OF CAS- 
SURETY UNDERWRITERS 

and the 
NATIONAL ASSOCIATION OF CASUALTY AND 

SURETY AGENTS 

Meeting called to order and presided over by the 
of the of Cas- 
Surety BroSmith. 


INTERNATIONAL 
UALTY AND 


Association 
ualty William 
Address of welcome.—Hon. John C. Bond, auditor 


president International 


and Underwriters, 


and ex-officio Insurance Commissioner of the State 
of West Virginia. 

Address by the president.—William BroSmith. 
Address.—Judge Harry L. Conn, former Super- 


intendent of Insurance of Ohio, “Public Policy and 
Casualty Insurance.” 
Address.—Richard F. 


of Commerce of 


Grant, president, Chamber 
the United States of America. 


M. 


committee, 


traffic 
Automobile 


chairman, 
National 
also vice-president, the Chand- 
Traffic—A 


Address.—George Graham, 


planning and safety 
Chamber of Commerce; 
Motor Car 
Naticn’s Problem, a 

Address. 


the 


ler Company; ‘Safeguarding 
Nation’s Duty.”’ 
William B. 

Insurance Company: 


> 


Professor sailey, economist, 


Travelers “Unemploy- 


ment Insurance.’ 








General discussion of papers presented. 
Preliminary report of the joint entertainment com- 
mittee: Spencer Welton, chairman. 
Adjournment. 
NOTES 
Tuespay Morninc, 10 O’CrocKk 
Women’s golf tournament. Qualifying round. 18 
holes, medal play, nine-hole course. Prize for low 
eS) 8toss and low net score. 
Tuespay AFTERNOON, 1 O’CrocK 
. Men's golf tournament. Qualifyin round. s 
holes, medal play. Prize for winner and runner-up 
for low net and low gross. score. Company play 
_— a. ~ a Ray > 7 ae 
pl rt baa x gale awn. omen’s putting con 
pote ; rize for winner. 
WepNEspay Morninc, 10 O’Crock 
Joint Executive Meeting 
genes Meeting called to order and presided over by the 
President of the National Association of Casualty and 
Surety Agents, Thomas E. Braniff. 
wines Greetings from the West Virginia agents: Frank 
Bell, Charleston, W. Va. 
——— 








Women’s golf tournament (concluded). Tournament 
First eight in qualifying round play 18 holes, 
Prize for net 
Second eight play 18 holes, medal play, nine- 
Prize for low net score. 


round, 
J] 

medal 

score. 


play, nine-hole course. low 


hole course. 


WepneEspAy AFTERNOON, 1 O’CLOcK 
tournament (continued). Tournament 
18 holes medal play. Prize for winner and 


gross 


Men’s 
round. 


golf 


runner-up, low net and low score. Company 


players and agent players (8 prizes). 


Included in tournament round—18 holes special 


medal handicap for players with handicap of 18 or 
over. Prize for low net score, company player and 
agent player. 
3.00 p. m. club house. Women’s auction bridge 
tournament. First and second prize. 
WEDNESDAY EVENING, 7 O’CLocK 
Joint convention dinner. 
Tuurspay Morninc, 10 O’CrLocKk 
The Greenbrier Ballroom 
Business Meeting 
of the 
INTERNATIONAL ASSOCIATION OF CAS- 


UALTY UNDERWRITERS 
Call William BroSmith 


Roll call and record of representatives (preliminary 


AND 


order 


SURETY 


to by the president: 











report of committee on registration: J. J. Meador, 
chairman). 

Address: R. H. Towner, Towner Rating Bureau: 
“The Scientific Rasis of Fidelity and Surety Rates.” 

General discussion. 

Report of the  secretary-treasurer: F. Robertson 
Jones. 

Report of the auditing committee: F. J. Parry, 
chairman. 

Report of the committee on blanks: Benedict D. 
Flynn, chairman. 

Final report of committee on registration: J. J. 
Me chairman. 

Report committee on resolutions. 

Report of committee on nominations. 

Election of officers and standing committees. 

Unfinished business. 

New business, record of repr ntatives (pre- 
limin wy report of committee on ristration | ae F 
Mead chairman). 

\djournment sine die. 

Address: R. 'f. Towner, Towner rating bureau: 
“The Scientific Basis of Fidelity and Surety Rates 

General discussion 

Tuurspay Mornine, 10 O'C 

Call to order hy the president: Thonnas FE. Braniff. 

Report of the secretary-treasurer: F. Robertson 
Tone 2 Tudor room. 

Report of the auditing business meeting: F. J. 
Parry, chairman. 

Report of the committee on blanks: senedict D. 
Flynn, Association of Casualty and Surety Agents. 
Final report on committee on registration: 


(Continued on page 37) 
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insurance a condition of the deal and the ex- 
tension to all States of automobile certifica- 
tion laws. 

Secretary of Commerce who_ has 
just returned from an extended trip to the 
Pacific Coast, attended the conference, at 
which were present Col. A. B. Barber, director ; 
Prof. S. S. Huebner, University of Pennsyl- 
vania, chairman; J. M. Eaton, National Asso- 
ciation of Automotive Mutual Insurance Com- 
panies; F. Highland Burns, Maryland Cas- 
ualty Company; Fred W. Baer, International 
Association of Fire Fighters; Ernest B. Bur- 
gess, Edward Hines Lumber Company; H. E. 
Stellwagen, National Bureau of Casualty and 
Surety Underwriters, and J. S. Kemper, 
Lumbermen’s Mutua! Casualty Company. 

The educational work undertaken by the in- 
surance industry itself in an effort to lessen 


Hoover, 


the highway toll came in for considerable dis- 
some 
com- 
num- 
to be 
open 
to the criticism that there is a decided lack of 
the work 


cussion during the meeting and also for 
Most of the large casualty 
panies are engaged in efforts to lower the 


criticism. 
ber of public accidents. This activity is 
commended, it was declared, but it was 
coordination and uniformity in 
undertaken. 
Some companies were found to be carrying 
of motor 
schools for 


on educational work among owners 


Hleets: others were conducting 
drivers and helping owners to put into effect 
reward systems for safe driving; still others 
were found to be concentrating upon individual 
policyholders and making a strong drive for 
caution on the road. The diversity of effort 
among the companies led to the suggestion that 


efforts be made to coordinate the work and to 


adopt lines of endeavor most likely to have 
beneficial results, such as the training of 
drivers and periodical inspection of equip- 


ment. 


A study of liability legislation throughout 


the country, made by members of the com- 
mittee, developed the fact that 45 bills dealing 
with this factor failel of passage in the 
various States in 1023 and that 34 similar 
measures have failed thus far this year. 

The committee has also studied the auto- 


mobile registration situation, with the result 


(Continued on next page) 
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Added Profits 
Under Our Plan 





Substandard and Surplus Business Made Profit Yielding 


The business which your own company will not or cannot 
handle is made profit winning for you under our improved 
brokerage service in branch offices. Business accepted under 
our plan includes: 


Life Insurance 
—substandard and surplus business 


Group Insurance 
—life, accident and sickness 


Accident Insurance 
—accident, health, and income accident 


As a company with more than a half billion of insurance in force, we offer a wide 
range of standard and special forms of participating and non-participating life policies 
and all that is best, up-to-date and liberal in Accident and Group Insurance. All 
commissions on this business belong to the broker who places the business with us. 


Why You Will Like Our Branch Office Service 


Regardless of volume of business you place with us, we pay «extremely liberal first 
year commissions and 9 guaranteed non-forfeitable renewals. 


Awards and honors are given you on same basis as offered to our regular agents. (A 
trip to Cuba in 1925 at-our expense is now open to you.) 


Business is handled either on a contract or a one-case agreement basis. 


Expert advice and assistance is given you on surplus and substandard life, accident, 
and group insurance. 


Prompt action and liberal underwriting rules are our policy. 


Come with us to HAVANA in 1925 


MISSOURI STATE LIFE INSURANCE COMPANY 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 
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SURETY AND CASUALTY SALESMAN- 
SHIP 
New Book by Joseph R. Wilson Just Pub- 
lished—Contains Most Modern Sell= 
ing Material and Instructions 
for Agents 
A new book, entitled “Surety and Casualty 
salesmanship,” has just been published by 
The Spectator Company in accordance with 
announcements previously made in these col- 
umns. This volume, a comprehensive and de- 
tailed description of selling methods that have 





Wilson, manager of the development division 
of the Maryland Casualty Company, and is 
based upon personal experience in both home 
sfice and field work. 

Mr. Wilson, who is an 
Woodrow Wilson, late 
United States, is thoroughly 
operation of the casualty insurance business 
and in the technique of training salesmen who 
are capable of volume production. In addition 
to being manager of the development division 
of the Maryland Casualty, he is also manager 
of the company’s training school and has com- 
piled many lesson papers on the principles and 
practices of casualty and surety underwriting 
and selling. A former vice-president of the 
United States Fidelity and Guaranty Company, 
he is the author of ‘that organization’s text- 
book for casualty and surety agents and has 
devoted a major portion of his time to a study 
of the business and its ramifications. 

This new book, called “Surety and Casualty 


only brother of 
President of the 
versed in the 





; can 


| COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 








ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















Salesmanship,” tells the agent exactly what he 
must know in order to profitably canvass for 
casualty and surety writings. Opportunities in 
these classes of insurance, selling methods that 
produce signed applications, of ap- 
proach, ete., are all gone into with painstaking 
care, and every detail brought out is fully and 
clearly explained. The various kinds of cas- 
ualty and surety policies are treated separately, 
with due regard for the information necessary 
to the agent in the field, and the theories of 
salesmanship, together with their practical em- 
ployment, are made apparent. For both the 
novice and the veteran insurance salesman the 
book, “Surety and Casualty Salesmanship,” is 
an invaluable aid and guide. By its use and 
the practice of the lessons it teaches, the art 
of insurance canvassing is simplified to the point 
where increased production must follow. This 
volume, which comprises 360 pages, is hand- 
somely bound in heavy imitation leather and 
may be obtained from its publisher, The Spec- 
tator Company, at $4 per copy. 


manner 


Automobile Accidents 
(Continued from page 7) 


that a model law is to be drafted for submis- 
sion to all State Legislatures. More than 
$150,000,000 is lost in stolen cars annually, it 
has been found, with the result that sixteen 
States so far have adopted laws placing the 
burden of proof of ownership on the possessor. 
These laws have materially reduced auto- 
mobile thefts, Maryland and Michigan report- 
ing a drop of 50 per cent in the number of 
stolen cars, with the former boasting a record 
of between 90 and 95 per cent of recoveries. 
These two States have found that most of the 
cars stolen are taken for joy rides and aban- 
doned in a short time. 

The Dyer Act making it a felony to trans- 
port a stolen car from one State to another 
has had some result in lessening the loss, more 
than 5,0co cars having been recovered by 
agents of the Department of Justice. Police 
officials in all sections of the country are mak- 
ing efforts to improve their methods for deal- 
ing with the stolen-car problem, and consider- 
able detective work is being carried on with 
good results by insurance companies. Regula- 
tions adopted in Canada have materially re- 
duced the export field for stolen cars, and 
many other methods, mechanical and other, 
have been adopted. None of these, however, 
solve the problem, it was declared, and the 
only solution appears to be in the extension 
to all States of certification requirements. 

Maritime law could be applied to auto- 
mobile accidents with some beneficial results, 
it was brought out during the conference, by 
making the rights of the creditor secondary to 
those of the injured in cases where the auto- 
mobile involved in an accident was not owned 
outright by the operator. It has been found 
that not more than 20 per cent of the auto- 
mobile owners carry liability insurance, and 
there is some question as to what effect com- 
pulsory insurance would have upon the situa- 
tion, some members of the committee holding 
the idea tHat many owners would consider such 
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WANTS INVESTIGATION DEPARTMENT 
D. H. Bynum Suggests Means to Enforce 
Compensation Law in Indiana 
INDIANAPOLIS, IND., September 1.—Creation 
of an investigation department of the Indiana 
Industrial Board is suggested by Dixon H. 
Bynum, chairman of the board, as the best 
means to combat violations of the workmen’s 
compensation act in Indiana. There is no 
doubt but what there are quite a number of 
violations going on in the State at the present 
time which are not called to the attention of 
the board except when an accident occurs and 
the employe asks for an award, Mr. Bynum 

said. 

Some violations by 
the attention of the board recently, especially 
those that employ but a few men and usually 
only for a short period during the year. As 
a result, Mr. Bynum said, some of them feel 
that it is unnecessary to take out compensa- 
tion insurance for their employes. The chair- 
man declared that he suspected some violations 
among small concerns that have but small 
workinp forces. Neither of these classes of 
employes can be dealt with locally, because all 
cases must be venued to Marion county, he 
stated, and for that reason violations must be 
investigated by the board and not by local 


farmers have come to 


authorities. 
Pennsylvania Federation’s Membership 
Drive 

PHILADELPHIA, August 20.—It is announced 
by [Executive Secretary G. R. Dette that the 
Pennsylvania Insurance Federation is prepar- 
ing to launch a big drive for new members 
15. and continuing until 
Christmas. It is hoped by the holidays to 
have 10,000 members. No than 500 
new members are desired by the Federation. 

In view of this campaign the Federation 
officers are planning a series of rallies through- 
out the State lasting all the autumn. They 
will begin on September 15 in Lebanon county 
and will be continued on September 22 in 
Berks county and on September 29 in Schuy- 
kill county. Speakers among the directors will 
address these gatherings, urging the rank and 
file of the Federation to get new blood into 
the organization. 

The Federation has just printed thousands 
of new letter heads with a picture of the new 
president, Wm. McBlain, and a drawing show- 
ing McBlain rolling up his sleeves ready to 
hit the ball, which, in turn, will hit the gong, 


starting September 


fewer 


scoring 10,000. 


insurance in the nature of a license to drive 
carelessly. However, by making such in- 
surance a compulsory incident to the purchase 
of a car upon instalment payments, some good 
would result. At present, the purchaser of a 
car on terms is required to furnish fire and 
theft insurance; often, however, such a pur- 
chaser has little or no property and in case of 
accident the injured has no financial redress, 
the car still being technically owned by the 
seller. 

A further study of these various problems 
will be made by members of the committee. 
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Notice to Agents 


October 5-11 has been designated as 


“FIRE PREVENTION WEEK” 


Please read the printed matter at foot hereof and order from 
us at once as many as you can usefully distribute of these 


FIRE WARNING CARDS 
THEY ARE PRINTED IN COLORS ON HEAVY CARDBOARD 























FIRES FROM MATCHES AND SMOKING CAUSE 
AN ANNUAL LOSS OF MORE THAN $26,700,000 


cy 






































The Our 
emionel . AGENCY ‘: Local 
oard of Fire gents, a 
Underwriters has NAME AND ADDRESS the request of 







Fire Department 
Officials and Local 
Businessmen’s Organi- 
zations, have distributed 
more than 100,000 of these 
WARNING cards. 


All over the country they have 
been posted in feed and grain 
stores, plants and factories, garages, 
filling stations, automobile accessory 
shops, motion-picture theatres, public 
gathering places, etc. 


Insurance Company 
NEW YORK CITY 


just formulated an 
analysis of causes of 
fires in retail dry goods 
stores, covering the three 
year period 1920-1922. 


HERE 










It shows that of the known 
causes, smoking and matches and 
defective heating apparatus stand 
out conspicuously. Most of the 
causes of loss are of a preventable 
character. * * * *k * 

(‘‘Journal of Commerce’’—Aug. 15, 1924) 


The Pennsylvania Fire 
76 WILLIAM STREET, 
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HENRY EVANS DEAD 





Was Leading Figure in Fire Insur- 
ance World 


HEAD OF POWERFUL GROUP 


Introduced Many Reforms — Prominent 
Also in Financial Circles 


Henry Evans, chairman of the board of the 
“America Fore” group of fire insurance com- 
panies, embracing the American Eagle Fire In- 
surance Company, Continental Insurance Com- 
pany, Fidelity-Phenix Fire Insurance Com- 
pany, all of New York, and the Farmers In- 
surance Company, of Cedar Rapids, Iowa, a 
leading figure in the business of fire insurance 
and also prominent in the financial world, died 
of double pneumonia in his apartment at 998 
Fifth avenue, August 29. He had been in ill 
health for some months. An excellent portrait 
of Mr. Evans accompanies this issue of THE 
SpecTATOR aS a supplement. 

A man of unusual force of character and a 
master underwriter, he had devoted his life to 
the upbuilding of American institutions. In 
the field of fire insurance he was a spectacular 
character, and for many years prominent in 
every forward movement of the business. 
Under his leadership the America Fore Group 
of companies has come to be among the most 
powerful in this country. He brought out 
many of the leading executives of the business 
today. A man of great force, he was quick to 
recognize and appreciate the same character- 
istic in others, and, as a consequence, many of 
the prominent company managers can trace 
their success to his tutelage. 

He was born in Houston, Texas, in April, 
1860. He traces his ancestry directly back to 
Governor John Haynes, of County Essex, 
England, whose daughter, Ruth Haynes, next 
in the genealogical line, died in Hartford, 
Connecticut, in 1709. Another ancestor was 
John Dwight, a member of whose family 
founded Yale College. Among his ancestors 
are members of the Terry and Taylor fam- 
ilies, prominent in the early days of New Eng- 
land. 

His people were prominent in and around 
Houston when Mr. Evans was born there. 
His mother’s father was perhaps the leading 
citizen of Houston, and a man of large means 
tot the times. He was impoverished by the 
Givil War, in which Henry Evans’ father was 
killed. Directly after the war, Henry Evans, 
as a child of about five, was brought north. 

Attending Brooklyn public schools, he was 
sent to Sellock’s School at Norwalk, Connecti- 
cut, where he remained for five years. Later 
he went to the Columbia School of Mines, 
Where he studied chemistry and other sciences. 

He went to work for the Continental In- 
surance Company in March, 1878. He started 
a ofhce boy, then went into the accounting 
department, and eventually into the agency de- 
partment, where for a time he was connected 
with the New England business of the com- 
pany. He was next transferred to California, 
‘o take charge of the company’s interests in 


the office of its general agents, and spent five 
months there. 

Upon his return to New York he was given 
control of New England and the Pacific Coast. 

The history of his achievements from that 
time forward were well recounted in an article 
printed in Tue Spectator of November 24, 
1921. 

It was in 1888, just ten years after his first 
connection with the Continental, that some of 
the directors of the company made an attempt 
to wind up its affairs and close its doors to 
further business. Though still a clerk, Mr. 
Evans immediately formulated and submitted a 
hold plan of reorganization, the soundness of 
which forced its adoption. His reward was a 
substantial raise in salary and elevation to the 
position as secretary in charge of all agency 
On January 17, 1880, he became 
second vice-president, succeeding to the presi- 
dency exactly fifteen years later, upon the re- 
tirement of F. C. Moore. In 1906 he organized 
and became president of the Fidelity Fire, and 
three years later, at the request of the directors 
of the Phenix of Brooklyn, took control of 
that company and merged it with the Fidelity 
lire as the Fidelity-Phenix, retaining as his 
reward the presidency of the merged com- 
panies. 


business. 


Soon thereafter, to utilize profitably 
the already established agency plant of the 
Fidelity Fire, he formed the Fidelity Under- 
writers, only to replace it in 1915 with the 
American Eagle. As an example of the power 
Mr. Evans had attained by this time, it might 
be cited that he procured the American Eagle’s 
initial capital and surplus of $2,000,000 over 
the telephone, and within the hour he deter- 
Naturally he be- 
came president of this company, also, and as 
president of these three companies—the Con- 
tinental, the Fidelity-Phenix and the American 
Eagle—he continued until January, 1921, when 
the directors of the group, at his request, re- 
tired him as president and established him as 


mined upon its organization. 





chairman of the board of directors of the com- 
panies, so that he might have more time to 
devote to general administrative work in the 
financial field. Mr. Evans is also chairman of 
the board of directors of the Farmers In- 
surance Company of Iowa, while his more im- 
portant business connections now also include 
the Central Union Trust 
Company, a vice-presidency and directorship in 
the American Writing Paper Company, and a 
chair in the executive committee of the board 
of directors of the Sloss-Sheffield Company. 
Incidentally, the insurance fraternity at large 
has much to thank Mr. Evans for, chief among 
these being the Universal Mercantile Schedule, 
acknowledged to be the first scientific rating 
schedule, which he suggested and Mr. Moore 
chairman 


a trusteeship in 


perfected, his noteworthy work as 
of the now famous “Committee of Twenty” 
and the Fire Prevention Bureau of the War 
Industries Board, and his innumerable and ex- 
cellent treatises on economic, financial and 
trade events which in the past have done much 
toward stimulating development along many 
worth-while lines. 

On several occasions, Mr. Evans has gone 
outside of insurance to protect the interests 


ISSUES ORDERS 


Restraining Measure Signed in Suit 
Against Union 


KANSAS JUDGE ACTS 


Date Set for Hearing on Question of Grant- 
ing Temporary Injunction 

Topeka, Kans., September 2.—The hearing 
in the separation suit brought by attorneys act- 
ing for the Bureau companies and the mixed 
agencies in Kansas has been set for September 
22. Judge G. H. Whitcomb of the Shawnee 
county district court, before whom the injunc- 
tion proceedings were brought, signed the re- 
straining order last week. Then he set the 
question of a temporary injunction for late 
this month. In the meantime the Union com- 
panies are prevented from carrying on the 
separation plans which may have been under- 
taken in this State. 

The petition for the permanent injunction 
sets out that the Union companies are in a 
conspiracy to jimit the business of fire in- 
surance agencies to either Union or Bureau or 
non-affiliated companies. It is charged that 
intimidation, duress and coercion are being 
used by the special agents of the Union com- 
panies to compel the mixed agencies to clear. 

John L. Hunt of Topeka will represent the 
Union companies in the trial of the separation 
suit. He is one of the attorneys in the fire 
rate suit. This suit is to be heard beginning 
October 7 and it is intended and hoped to get 
the preliminary matters in connection with the 
separation suit out of the way ahead of the 
fire rate case. 

The setting of the date for the hearing in 
the temporary injunction is, in reality, a purely 
formal matter. That is the day when the 
Union companies will make their first pre- 
liminary showing as to why the injunction 
order should not stand while the case is pend- 
ing. It is the day the attorneys for the Union 
companies will answer the charges of the peti- 
tion of the Bureau companies. It is not ex- 
pected that anything more than the preliminary 
questions relative to purely legal phases of the 
lawsuit will be taken up at this hearing, and 
the case itself will not be ready for final hear- 
ing for some months. It will require two to 
three weeks to take the testimony in the case 
when the hearings do start, and it is likely that 
an umpire will be named to take this testimony. 





of stockholders in large corporations. Prob- 
ably the best known of these incidents was 
that of the International Mercantile Marine, 
where he was instrumental in forming a com- 
mittee to protect the preferred stockholders, 
who appeaied to him on the ground that they 
were being unfairly treated. As a matter of 
fact, the committee was organized in his office; 
he induced President Wallace, of the Central 
Trust Company, to take the chairmanship of 
the committee, which succeeded in obtaining 
fair treatment for the holders of the preferred 
stock. 

During the war Mr. Evans was one of the 
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chief advisers of the War Industries Board. 

In recent months he has been less active in 
the insurance business, and having arranged 
the business affairs of his companies to his 
satisfaction, he had practically retired from 
active business at the time of his death. He at 
various times was a director in many corpora- 
tions, but from practically all of these he had 
retired within the past few years. 

Mr. Evans is survived by his wife, Mary 
Lopez Evans. His funeral occurred Sunday, 
August 31. 


Agents to Be Welcomed in Chicago 


Cuicaco, Itz, September 2.—The Illinois 
Association of Insurance Agents and the Chi- 
cago Board of Underwriters will hold open 
pani in the Insurance Library and the audi- 
torium of the Chicago board in the Insurance 
Exchange, Chicago, during the entire 
September 8. Many local agents and other 
insurance men will be in Chicago that day, 
en route to the convention of the National Asso- 
ciation of Insurance Agents at Milwaukee. 
The Illinois Association and Chicago board 
jointly will act as official host and dispense 
hospitality, conduct a bureau of information, 
and will be of assistance they can 
to visiting insurance men. This will afford 
an opportunity for agents being in Chicago, 


day, 


any 


Monday, to get together, shake hands and meet 
the Chicago and Illinois people. Manager 
Ernest Palmer and Assistant Manager Jay S. 
Glidden will be on hand for the Chicago board. 
The hospitality committee of the Chicago 
board, which will be in charge, consists of 
August Torpe, chairman; W. M. Murray, Fred 
S. James & Co., W. P. Robertson, manager 
of the Alliance of Philadelphia; H. V. 
rows, of Starkweather & Shepley; J. M. New- 
berger, of Newberger & Co., and L. 


3ur- 


-arsons 
Warren, Chicago manager of the Milwaukee 
Mechanics. 


Rain Insurance for Indiana Fair 


INDIANAPOLIS, IND., September 1.—The In- 
diana State Board of Agriculture has signed 
a contract totaling $41,0co for rain insurance 
during fair week. 

The insurance covers three four-hour peri- 
ods on the first four days of the fair. Vary- 
ing amounts are payable if one-tenth of an 
inch of arin falls during any of the periods. 

The policy is written to cover the follow- 
ing hours: 

Monday—5 to 9 a. m,, 
2p. m., $5,000; 3 to 7 p. m., 
lo 9 a: im... $3000: 10: ‘2, “mm: 
$3,000 ; 3 to 7 p. m., $1,000. Wednesday—s to 
9a. m., $5,c00; 10 a. m. to 2 p. m., $5,000; 3 
to 7 pm. $2,000. Thursday—5 to 9 a. m.,, 
$5,000; 10 a. m. to 2 p. m., $5,000; 3 to 7 
P. m., $2,000, 


$3,000; 10 a. m. to 
$2,000. Tuesday 


tO 2 p.m, 


There is no coverage for Fri- 


day, the last day of the fair. 


The policy is underwritten by the Hartford 
Insurance Company with a premium of ap- 
Proximately $3,000. 


‘of insurance. 


RESENTS DELAY 


South Carolina Commissioner Attacks 
Companies on Question of Appeal 


CLAIMS INTENT TO DISREGARD 
RECENT ORDER 


John J. McMahan Hints Drastic Action if 
Insurance Carriers Do Not “Return 
to Sanity” 


John J. McMahan, Insurance Commissioner 
of South Carolina, has fired another broadside 
at the insurance companies operating in his 
State who appealed from his recent order to 
reduce rates on some classes of risks to con- 
form with the rates now obtaining in North 
Carolina on the same dwellings and buildings. 
Under date of August 23, Mr. McMahan sent 
out a notice to the companies, agents and per- 
The 
full text of this verbal “whip” is as follows: 


sons in his State who insure against fire. 


To the fire insurance companies and agents, 
and to all persons in this State who insure their 
property against fire: 

On the second day of August, 1924, I ordered 
all fire insurance companies and associations 
doing business in this State to put into effect 
in this State on and after the fifteenth day of 
August lower fire insurance rates not higher 
than those now charged in North Carolina on 
the same classes of property, and, further, in 
the case of country dwellings, not higher than 
now charged in South Carolina on like 
dwellings in third-class towns. 


Cuarces DiLatory PROCEEDING 

The companies have given notice of appeal 
from my order to a commission of three pro- 
vided by law. This is a mere dilatory proceed- 
ing. It cannot result in modification of my 
order, as there is no evidence to appeal on. 
The companies arrogantly refused to offer evi- 
dence. They, in the face of explicit statutory 
authority, rested their case upon the pretended 
view that I had no authority to act. 

The penalty provided by law to be enforced 
by me against the companies for disobeying 
my order is suspension or revocation of license 
or expulsion from the State. I will not take 
this drastic action until I have given the com- 
panies opportunity to return to sanity. 

There is no provision of law suspending the 
effect of my order pending an appeal, but I 
am disposed to deal leniently with the com- 
panies. They are like spoiled children, accus- 
tomed to having their way in all things, in 
every State, with no one to say them nay. They 
are unfortunate also in their Atlanta legal ad- 
visers, who rely upon bulldozing methods and 
the prestige of bloated reputations. Having 
made the bluff of refusing to attempt a defense 
at the proper time, if they had any defense, 
they are now powerless to accomplish anything 
by appeal or by court review. 

Too superior to investigate the facts and the 
law with open mind and to show a disposition 
to meet my inquiries with frank explanations 
and to recognize that I might myself know 
some law, they tried to dismiss me with a wave 
of the hand. They will be wiser though sadder 
very soon. 

lor this sort of pretended legal service insur- 
ance companies pay great fees, to be included 
in the charges to the public as part of the cost 
They shall not do this any 
longer in South Carolina. 

[ shall enforce to the limit my power to stop 
their uncontrolled rate making, and under no 
circumstances to readmit their Atlanta South- 
Eastern Underwriters Association or to toler- 
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ate their so-called South Carolina Bureau, after 
the first of September. 


THREAT OF PENALTIES 

While I shall give the companies time to 
have their appeal dismissed, or to bow to my 
ruling, upon better legal advice than they have 
had from Atlanta, I must inform and warn the 
public, whose insurance is placed on and after 
the 15th of August, that any charge in excess 
of the reduced rates ordered by me will be a 
collection and exaction in violation of law. For 
this there are penalties provided by statute. 

The collection of a premium in excess of the 
lawful sum done knowingly and _ wilfully, 
would be the fraudulent obtaining of money 
upon false pretenses. 

Further, in the chapter of insurance laws, 
there is a provision under which each policy- 
holder so imposed upon may sue for the statu- 
tory penalty of one thousand dollars. I have 
no authority to prevent citizens from pursuing 
their remedy thus provided by law. 1 quote the 
section : 

“(4086) Should any such insurance com- 
pany or association violate the provisions of 
this chapter, such company shall be fined in a 
sum not to exceed one thousand dollars, and 
not less than five hundred dollars, to be recov- 
ered in any court of competent jurisdiction in 
this State, to be recovered by any citizen of 
this State having a policy of insurance in said 
company improved. That nothing in this chap- 
ter shall release any such company, companies 
or association violating the provisions hereof 
upon any policy issued by it or them. 


NORFOLK AGENCIES CONSOLIDATE 
New Firm to Be Dobie & Bell, Inc.—Presi- 
dent Is Head of Virginia Agents 

RicHMonp, Va., September 1.—The agencies 
of Dobie & Bell and Burroughs & Jefferies, 
both of Norfolk, were consolidated today, and 
the firm will be known in the future as Dobie 
& Bell, Incorporated. Officers are Louis T. 
Dobie, president; W. Hunter Bell, vice-presi- 
dent; Ben B. Burroughs, vice-president; T. W. 
and [rank B. Parrott, 


Henderson, secretary, 


treasurer. The office will handle all lines of 
insurance except life. It will represent the 
following companies: A¢tna, Citizens, Con- 


necticut. County Fire, Firemens Fund, Great 
Roads Fire & Marine, 
Newark, Old Colony, 


American, Hampton 
Home of New York, 
Union of London, Hartford 
Steam Employers United 
States Casualty, New York Plate Glass, Amer- 
ican Surety, and Fidelity & Deposit. 

Louis T. Dobie, president of the incorporated 
agency, is serving his second term as _ presi- 


Westchester, 


Boiler, Liability, 


dent of the Virginia Association of Insurance 
Agents, while T. W. Henderson, secretary, is 
secretary of the Norfolk Local Board. 
No License Fees for Mutual Fire Agents 
Cuicaco, Itt., September 2.—Attorney Gen- 
eral Brundage of Illinois holds that there is no 
the for the collection of 
license fees from the agents of mutual fire, 


provision in law 
marine and inland navigation insurance com- 
panies, either foreign or domestic. 

INDIANAPOLIS, INnp., September 1.—The 
Meridian Mutual Fire Insurance Company has 
changed its principal place of business from 
Indianapolis to Fort Wayne, and has changed 
its name to Atlas Mutual Fire and Auto- 
mobile Insurance Company. 
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PHOENIX 
ASSURANCE COMPANY, LTD. 
OF LONDON 


100 William St., New York 


PHOENIX 


INDEMNITY COMPANY 


75 Maiden Lane, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass. 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 869 


LONDON GUARANTEE & ACCIDENT 00,, Lid, 


Head Office 55 Fifth Ave., New York 
C. M. Berger, United States Manager 


Philadelphia Branch Offi 


Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & Co., Resident Managers. 45 








OF LONDON 
ENGLAND 


5 Milk Street, Boston, Mass. 











1824 
One Hundredth 


Anniversary 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 


1924 











INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 
COE E MISS OS 0.5, os oasis ois Wiss ovo dst oy oer oen ses 307,400.33 
SOrTpEMN Oe syste tae ie ai wins ieee $500,000.00 


APTOS TT eC Ua a eee aT 1,103,162.36 


1,603,162.36 


USER RMIBES Ao og 226s slic iw! ccs iors etree $3,161,605.48 
Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 


Surplus to Policyholders................... 














LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
$2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 





Capital, 








Henry Evans 


Gn the marning of August twentp- 
ninth, nineteen hundred and twentp- 
four, Henrp Evang, the chairman of 
the boards of directors of the Ameri- 
ca Fore Group of Fire Jusurance 
Companies, passed awap. 


We will grieve the logs of 
a great man. 


American Eagle 
Che Continental 
Harmers of Jowa 
SF idelity-Phenix 
Hire Insurance Gompanies 























THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 
Formerly U. S. Manager, North British & Mercantile Insurance Company, 
and a former President of the National Board of Fire Underwriters. 


A practical treatise on the computing of 
FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 


out system. 
Cloth Binding, 220 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards’ 


pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and an argument for 
a change in the manner of computing underwriting profits. 


THE SPECTATOR COMPANY 


Selling Agents 


CHICAGO NEW YORK 
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FIRE INSURANCE NOTES AND EVENTS 























NEW YORK SURVEYS 


New Clauses and Rules.—No body of men 
is so prone to inveigh against new laws as the 
insurance people. Do they ever pause to think 
of the steadily increasing number of new laws 
(although they do not call them that) which 
constantly putting forward them- 
How many legislative bodies within 


many 


they are 
selves ? 

the memory of 
changes in any phase jb teatinons: on Xie eee 


man have made as 
writers have in Use and Occupancy Insurance? 
The last edition of the rules concerning this 
form of insurance is just off the press and so 
many changes have been made that no one is 
seriously attempting to compare it with the 
old. No doubt it is a vast improvement over 
anything that has gone before, but when the 
attempt is made to cry out against the law 
maker it is well to remember what the insur- 
ance people themselves, without the aid of the 
law makers, are constantly doing in changing 
their rules and regulations. Let us hope that 
Use and Occupancy will remain quiet for a 
brief, if not for a long time. Another case in 
point that may be cited is the new Warehouse 
followed 


to Warehouse clause. If have 


and 


you 
the perambulations communications of 
this clause, you must have been impressed with 
the fact that while the proposed changes were 
skilled therein, 
there was much difficulty in reaching a final 


being handled by men most 


decision in the matter. It is most interesting 
to note, also, that the clause was put forth in 
a supposedly complete form, only to meet with 
so. much that it immediately 
changed in one respect, at least. At the pres- 
ent time, it is supposed to be completed—how 
long it will remain so nobody knows. The 
real meat of this article is this, namely, that in- 
surance is an active, living business and it is 


criticism was 





therefore subject to constant change in order 
to meet the demands made upon it; there is no 
such thing as finality in a living thing; that 
only applies to the dead. Possibly, if we will 
remember this, it will help us to be not so 
seriously disturbed about the constant changes 
that must be made. 

Must We Confess Failure?—The reports 
showing an increase rather than a decrease in 
the loss volume in the cities of the United 
States raise the question as to 
whether our efforts to reduce fire waste are 
failures, It is evident that they are failures, 
in the sense that we are not reducing the vol- 
ume of our losses, but is that the proper stand- 
ard to measure them by? A loss volume of the 
same proportions of some years ago would be 
comparatively small based on the present values 
and insurance premiums. It would have fol- 
lowed naturally that if the loss volume had not 
Increased the volume of premiums in New 
York city must haye been substantially re- 


interesting 


duced. In other words, the present rates of 
insurance, or even higher ones which may be- 
come necessary, would only be justified by the 
continuance of a loss volume bearing the same 
proportion to increased values as that prior to 
the war. The real meat of the problem, how- 
ever, lies probably somewhere else. Suppose 
the wearing apparel industry could be put on a 
profitable basis or, if not profitable, let us be 
Might 
not the difference be sufficient to reduce the loss 


reasonable and say a self-paying basis. 


ratio to the proper proportions as regards the 
premium collected? What justification, for in- 


stance, can the underwriters put forth for 
continuing to write such an important industry 
practically on an accommodation basis, because 
that is about what is being done? There has 
really been no increase in the physical hazard 
in New York city, but the increase is due to 
business, and these 


the changed methods of 


probably have not been sufficiently studied; 
some study will not hurt it. 

Action Taken by the Arbitration Commit- 
tee of the New York Fire Insurance Ex- 
change. Arbitra- 
tion Committee on June ioth and 26th, July 
10th and 24th, and August 7th, respectively, the 


following action was taken by that committee: 


At meetings held by the 


l‘ines were imposed on 21 offices which were 
found in violation of the rule as to the filing 
of Premium Certificates; in four cases ex- 
tension of time was granted, at the request of 
for the prem- 
iums, on account of illness and death; policies 


interested offices, payment of 
were ordered canceled, fine imposed and offices 
requested to remain off the risk for one year 
where four offices were found in violation for 
having issued policies without adding the 50- 
cent advance which was recently voted by the 
Exchange; one office was found to have vio- 
lated the rule regarding household furniture in 
artists’ and scuiptors’ studios by issuing a 
policy covering in part on household furniture 
in an artist’s studio at a rate lower than that 
applying in the studio; the office was required 
to remain off the risk for one year and the 
policy was cancelled; for issuing a policy on 
a specifically rated risk at the rate previously 
applying, one office was found in violation; 
the policy was ordered canceled, a fine imposed 
and the office required to remain off the risk 
for one year; one office was found in violation 
for issuing a policy covering Improvements 
and Betterments at the building instead of the 
contents rate; a fine was imposed, the policy 
ordered canceled and the office required to re- 
main off the risk for one year; fines were im- 
posed on seven offices for violation of the 
Forty-Day Payment Rule in connection with 
auditor’s reports on offices. 

Fires in Sprinklered Risks.—bBulletins 
Number 2081-2-3 of the Automatic Sprinkler 
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Department of the New York Fire Insurance 
xchange list 28 fires with the following re- 
sulting damage: No three; small 
damage, five; very small damage, seven; mod- 
erate damage, ten; considerable damage, two; 
excessive damage, one. 


damage, 


CHICAGO AND THE WEST 

Tax Question Discussed.—In the payment 
of the two per cent tax for the support of the 
Chicago fire department, agents have confined 
their reports and payments to local business. 
This in view of the fact that the payment of 
the tax because of its nature could be of no 
benefit to property in other cities and states. 
As part of a general plan to collect more 
taxes from the insurance companies, Martin J. 
O’Brien, city comptroller, asked Louis Horn- 
counsel, for an 
opinion as to whether the two per cent tax ap- 


stein, assistant corporation 
plies only to Chicago business or to all busi- 
ness done in Chicago, even though located in 
other Mr. Hornstein, representing 
the city in its litigation to collect increased and 
back taxes from the companies, not wishing to 
back down on his previous stands, has held 
that the companies should not object to the 
enlargement of the tax inasmuch as they re- 
ceive credit for whatever they pay on the two 
per cent local tax for the fire department on 
their two per cent tax paid to the State. The 
companies, on the other hand, declare that the 
levy amounts to double taxation in the event 
that properties located in other parts were 
taxed for their local fire department needs. 

Resigns Netherlands.—\Wallace Mink has 
resigned as Illinois State Agent of the Nether- 
lands and the Great Lakes, after twelve years 
of service to the Netherlands. Mr. Mink was 
twelve years Illinois State Agent of the In- 
surance Company of the State of Pennsylvania 
before going with the Netherlands. He has 
been president of the Illinois Field Club and 
active in the various State organizations. Mr. 
Mink will continue in insurance work. 


sections. 


PHILADELPHIA NOTES 

Mutual Fire Companies Elect.—The fol- 
lowing officers have been elected by the Penn- 
sylvania State Association of Mutual Fire In- 
surance Companies: President, Wilmer Crow, 
Harrisburg; first vice-president, O. S. Mar- 
shall, Rural Valley; second vice-president, J. 
M. Trout, Landisville; third vice-president, J. 
N. Brandt, Marietta; secretary, Elwood Hoot. 
West Point; treasure, L. P. Fegler, Boyertown. 


BOSTON AND VICINITY 
D. J. Lowd Makes Change.—As of Sep- 
tember 1, Dana J. Lowd retires from the man- 
agement of the office of the E. L. Walker 
Agency at Bellows Falls, Vt., to become gen- 
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GEORGE WASHINGTON LIFE 
INSURANCE COMPANY 
Charleston, W. Va. 
presents opportunity for liberal contracts covering definite 


territory with Home Office registry and with power of ap- 
pointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia and Michigan. 


Address ERNEST C. MILAIR, Vice President and Sec’y 


THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY, 


JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Director 











‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts 
and Commissions of ‘The Best Company in Dixie” and We 
Will Grow Together. 


CHAS. M. McCABE, President. 


Sttdn States 


LIFE INSURANCE CO- ssnviie 


We have a few desirable openings in Michigan, 
Kentucky, West Virginia, Alabama and North Carolina 
for experienced aggressive men with general agency 
qualifications. 


Participating 5.4% on instalment set- 
Non-Participating tlements. 

Age Limits 10 to 65 $12,000,C00 Assets 
Disability Income $102,000,000 insurance in 
Double Indemnity force 


Atlantic Life Insurance Company 
RICHMOND VIRGINIA 











WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 


An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 


Agents wanted in Indiana and Ohio. 








JOHN W. DRAGOO, Secretary 








YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 


HOME OFFICE SHREVEPORT, LA. 
J.C. EVERETT, Mer. J. E. LEEPER, Mer., 
317 Wilson Bldg. P. O. Box 1077, 
Dallas, Texas Little Rock, Ark. 


Will open new terri- 
tory if justifiable. 





MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 


in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
LargestFraternal Benefit Society in the World Composed Exclusively of Women 


A *“*Millionaire’’ Fraternal Benefit Society 
The Rates Are Adequate 
The Membership is over 255,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mich 








THE PEOPLES LIFE INSURANCE CO. 


of Illinois 


A Legal Reserve Co. Organized in 1908 
Every Desirable Provision 
Contained in our Policies 
Home Office Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 
M. J. HIGGINS, General Agent 


SRL TST: 




















ACACIA MUTUAL LIFE ASSOCIATION 
Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1, Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 








Homer Building Washington, D. C. 
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agent of the Quincy Mutuai at the head 


eral , Pig 
During his association 


office in Quincy, Mass. 
with the Bellows Falls agency Mr. Lowd has 
hecome one of the best known and liked men 
in the State. He is a former president of the 
Vermont Association, and as a member of the 
New England Advisory Board, he was active 
in bringing about the first New England Con- 
ference at the Profile House in 1922. He was 
also seriously considered as a candidate for 
the office of Insurance Commissioner following 
the retirement of Joseph G. Brown. 

Protests Against License Fees.—.\ protest 
against the act of 1924 increasing the license 
fees for agents and brokers has been received 
by the Massachusetts Insurance Department. 
H. J. Taylor, counsel, in answering the pro- 
test states that while there have been com- 
paratively few protests against the new law the 
department has received numerous expressions 
of approval, especially from the better class 
of agents and brokers. He says in part: “The 
imposition of fees for agents’ and_ brokers’ 
licenses may be viewed from two angles, as a 
matter of supporting the department or as a 
matter of eliminating legalized rebaters, non- 
producers and other equally objectionable 
clauses. . . . The believes 
that the fees should be commensurate with the 
value of the privilege; that such fees tend to 
reduce the number of 
ameliorate the general conditions of the busi- 
ness and that the question of revenue is of 


commissioner 


undesirables and _ to 


secondary importance, whether or not it ex- 
ceeds the cost of operating the department.” 

Automobile Agents Move.—Kane-Spiller 
& Co. of 20 Kilby street, formerly specialists 
in automobile lines but recently having formed 
a connection with the Richmond of New York, 
have been forced to take larger quarters at 101 
Milk street, on account of increasing business. 
They will move into their new quarters during 
the second week of September. 
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Fire Insurance 








SITUATION IN ST. LOUIS 


September 1 Finds Conditions Quiet 


HOPE FOR CHANGE 


Heavy Losses to Some Union Agencies Re- 
ported—Bureau Companies Getting 
Congested District Business 
St. Louts, Mo., September 3.—September 1 
marked the passing of the second full month of 
the new Western Union scale of commission, 
etc., for St. Louis, and the dawn of the new 
month found no break in the Union ranks. All 
appeared to be standing firm and there is every 
indication that the present arrangement will 


be carried through permanently. 

There is no question that some companies 
have suffered a big slump in premium income 
in the downtown sections, etc., but they are 
satisfied to let such business go to Bureau and 
non-affiliated companies because their loss ratio 
in past years on such risks was extremely high. 

St. Louis is naturally looking to the coming 
meetings of both the Western Union and the 
Bureau with great expectancy. There are some 
men in insurance circles who believe that there 
will be a new arrangement cooked up for St. 
Louis and other excepted cities at the next 
meeting of the Union, while there are others 
equally positive that there will be no change 
in the present plans. 
the companies have 
suffered more than others under the new plan. 


Undoubtedly some of 
Certain companies with very strong second 
agency plants have gone forward and gained 
somewhat in comparison with their member 
companies, but so far as can be learned none 
of the companies are advocating a change. 

Some of the larger agents who have remained 
loyal to the Union companies have lost con- 
siderable net income the past two months, 


Serving a vital 
commercial need honestly, 


Fire-Automobile and Marine Insurance 











Companies have been watching the daily re- 
August 
has been a better index of the eventual than 
was July, as it took some little time for -the 
local agents to adjust themselves to the new 
situation. During August there has been a 
marked drift of premiums toward the Bureau 
companies recently put into some of the larger 
agencies and these companies have been get- 
ting a very fair share of all the business placed 
by such agents. 

During August a much greater proportion of 
the congested district business was placed with 
the Bureau and non-affiliated companies, as 
they are paying larger commissions for such 
business and the majority of the St. Louis 
agents to-day are working on the basis of sell- 
ing their business where they can get the most 
of it. They defend this stand by saying that 
the Western Union companies sacrificed all 
claim to the agents’ loyalty by shattering con- 
tracts and understandings of many years’ stand- 
ing and that it is now a question of “strictly 
business.” 


ports from St. Louis very carefully. 


As a result of this situation the Western 
Union companies are not now enjoying the in- 
tense hold on the preferred St. Louis business 
that they formerly had. Agents are feeding 
Bureau companies making their congested dis- 
trict lines a generous portion of their preferred 
business. In fact the Bureau companies are in- 
sisting that this be done in consideration for 
of the 


taking the more hazardous business 


agents. 


REJECTS FLOOD POLICIES 
Kansas Department Disapproves Forms 
Offered by Four Companies 

TorekA, Kans., September 2.—The four 
companies which propose to write flood in- 
surance in Kansas have been advised by the 
State Insurance Department that the sample 
policies submitted cannot be approved by the 
department. The policies of all the companies 
are similar. Each contains a one hundred dol- 
lar deductible clause and also a clause pre- 
venting the cancellation of the policies during 
the term for which they are written, 

The department has advised the companies 
that it cannot approve the policies with these 
clauses in force. The department objects to 
any deductible clause in special forms of in- 
surance and it also objects to the non-cancel- 
lable feature of the policies. 

The Home of New York is the only com- 
pany now writing flood insurance in Kansas. 
It has filed general flood policies for some 
years, but has not written much business, and 
the experience has been quite bad. Last year 
the loss ratio was 242 per cent and each year 
the loss has been two hundred per cent or 
more of the premium income. 

The Commercial Union Insurance Company 
of New York, the Commercial Union Assur- 
ance Company of London, the Palatine Assur- 
ance Company of London, and the Union As- 
surance Society of London are the companies 
which recently filed policies preparatory to 
writing flood insurance in this State. 
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ak, A Wider Field— 
aa, An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
iia =e Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
mega aR ly Premium plan. >a 

0. G. L. BUILDING Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | _ | | | | 






































Males and Females alike. ADAMS ST. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 4/ Contins!! | > Chicago ; 
| Commercial | > tock Bl ne 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 2) ee ee I> Fe 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. . =. * 
Old | Fed- Illinois | | e a 
Colonyf eral | ike ® 

THE OLD COLONY LIFE INSURANCE COMPANY .* | wees | 





of CHICAGO, ne pean JACKSON BOUL. a 


B. R. NUESKE, President | Board 
| Trade 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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items in his line, offers possibly only one to 
this customer, and a certain few to another, 





| 
A commercial salesman with hundreds of | F, ast Growing Company 





and in portions of Illinois. 


according to his knowledge of what will ap- || {3h : 
peal. But it takes all of them to arouse the E Agents are constantly realizing the =f 
interest of all his customers. He must have = wisdom in selecting the National Life == 
the goods. ; line of policies, whereby they are E 
. ; ai 3p 2 enabled to render a better service to . 

A Peoria Life agent has the goods; partici- || = se ; : . 

“ pe * . : e insurance-buying public. = 
pating and non-participating policy contracts; = 
double indemnity and income disability bene- : Safety and low cost are the factors | 
fits, special policies for children, and insurance : which enable them to sell more insur- | 
for women on equal terms with men; all the EEE ance to more people, thereby increas- © 
staple plans, plus others with distinctively at- a] ing their commissions. Ef: 
tractive Peoria Life features. 5 =p 
He need never display all his wares to win | 4g ‘ Top contracts available to men capable of EL 
Satins alates - | & andling district agencies in northeastern Ej 
one prospect. But having them all, he is | As Indiana, southern Indiana, western Michigan EF: 


prepared to meet any emergency, to satisfy 
any need. 
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Budget System of Selling Insurance 


Here are the things which a successful West- 
ern life insurance salesman says have been 
the most helpful to him in increasing his busi- 
ness : 

First—Spending at least forty-five minutes 
on each call. 

Second.—Putting in a full day’s work six 
days a week. 

Third —Putting up a budget of sales he will 
make each month—setting a quota of total 
sales for the month, a quota of policies up to 
$5000 which he will sell during the month, a 
quota of $50co to $10,000 policies to be sold 
during the month and a quota of higher policies 
which he will sell during the same period. 

Fourth.—Setting up a quota of presentations 
of his proposition which he will make during 
the month. 

“This plan has been extremely helpful to me 
in running up my sales to higher figures each 
year,’ said this salesman. 

“Take this first point—this thing of spending 
forty-five minutes at least on each call. 

“When I first started selling life insurance [ 
had the idea that the more calls I made the 
more business I would get. Consequently, I 
hustled through each call just as quickly as 
possible so as to get around and make a call 
on another prospect. 

“But this hop, skip and jump method didn’t 
get the business it should. And then I came 
to a realization that success didn’t depend so 
much on making a whole lot of calls as it did 
on getting business from a high percentage of 
all the people called upon. 

“Accordingly I changed my tactics and tried 
out this plan of devoting at least forty-five 
minutes to each call, no matter how cold and 
clammy the prospect might be. 

“Right away I began getting results. Not 


By Frank H. Witiiams 


feeling at all hurried about the matter 1 was 
able to give more thought to each prospect and 
thus make surer of getting under his hide. And 
I was able to give an adequate and comprehen- 
sive presentation of my proposition in such a 
way that it was sure to interest the prospect. 
And all this resulted in securing a lot more 
business than I had been getting under the 
former plan. 

“And now about this second plan of putting 
in a full day’s work six days a week. 

“T’ve found that it is such a very easy 
proposition to kid myself about the work I 
am doing. Formerly I used to spend a lot of 
time every day in some of my favorite cigar 
stores and drug stores talking with the pro- 
prietors and customers and employees. I kidded 
myself into thinking that when I spent time in 
this way I was digging up prospects. Now I 
realize that I was simply loafing and I’ve cut 
all such loafing out. 

“Also, I formerly spent quite a lot of time 
in running around from one prospect to an- 
other. I didn’t think anything at all of chas- 
ing clear across the city to one prospect and 
of then chasing clear back again to see some- 
one else. Now I have my calls more sys- 
tematized. I don’t lose so much time going and 
coming and this has helped me get in more work 
every day. 

“Formerly, too, I used to spend a lot of time 
at the office writing unimportant letters and 
simply fooling around. Now I realize that pro- 
duction is the most important thing in my busi- 
ness and that the only way to produce is to get 
out and meet prospects. So I spend only a 
tenth as much time in my office as I used to. 

“Formerly, also, I used to spend a lot of 
time golfing and I used to kid myself into 


Builds Business 


while doing so. But when I analyzed my activi- 
ties I found that I was always playing golf 
with the same old cronies and that I had sold 
so much insurance to each of these cronies 
that I could never expect to sell them any more. 
So I cut out about two-thirds of my golfing. 

“Now I work hard, eight hours a day, six 
days a week, at actual production. I don’t 
count the time spent in other features of the 
business as work. Production is the only thing 
that really counts in this business; and now that 
I’m putting in an honest day’s work every day 
at production, I’m getting the business and 
making the money as I never did before. 

“The third feature of my plan is having a 
definite budget of sales which I will make each 
month. 

“Of course, there’s nothing at all new about 
that part of my plan. I suppose that all live 
wire life insurance salesmen have budgets of 
sales that they will try to make in certain 
definite periods. 

“But my plan goes farther than that. I have 
come to a realization that my business to show 
a good volume each year must be well rounded. 
I can’t show a good volume of business by sell- 
ing $100,000 policies alone, because I can’t put 
across enough sales of that size to make the 
volume in the course of a year. And I realize 
that I can’t get the volume by making $1000 
sales alone, because it would take more of 
those sales than I could gather together. But 
by having a well proportioned business—a good 
number of small sales and a smaller but worth- 
while number of large sales—I do get the vol- 
ume. 

“Consequently each month I set out with the 
definite intention of selling a specific number 
of policies of various sizes during the month. 


thinking that I was digging up good prospects In this way it is easy to see just how I can 
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make up the month's quota and I arrange my 
calls accordingly and sell accordingly. 

“And this plan has helped me tremendously 
in running up the desired quotas for the month 
and in getting the yearly volume of business 
that I want. 

“And now about this fourth phase of my 
business—this thing of making a definite num- 
ber of presentations of my proposition during 
the course of a month, 

“How many presentations does the average 
life insurance salesman make in the course of 
a month? 

“How many life insurance salesmen know 
how many presentations they make in any 
given month? 

“And how many life insurance salesmen know 
how the number of presentations of their 
proposition, they have made this current month, 
compare with the number made in the same 
month in previous years? 

“T know all these things and so I am able, 
at the start of each month, to set up a figure 
representing the number of presentations I 
should make during the month, without making 
it a burden upon myself and with still devoting 
at least forty-five minutes to each call. And, 
each month, I set up a higher number of calls 
than were made during the corresponding 

‘month of the previous year and I get in these 
additional calls by doing more than eight hours’ 


work a day or by eliminating useless routine. 
“To my mind these things help me immensely 
all the time in knowing just where |’m at and 


in knowing just what I should be doing and 
in going out and doing the things that should 


It means that I go about the selling 
foundation of 


be done. 
of life insurance on the 
definite and specific knowledge rather than in 
any haphazard hit-and-miss fashion which may 
get the business or may not. 
“Also, all this sort of thing 
incentive to me in making me 
always gives me something to shoot at and so 
stirs me up to greater efforts all the time.” 
And, surely, there are some worth-while 
ideas and suggestions in all this which can be 
profitably used by other life insurance sales- 


firm 


acts as a big 
get busy. It 


men in getting more business and in making 
more money. 





“How Much Is Enough?” 

As a matter of information it is worth re- 
peating that an agent will not willingly permit 
a prospective policyholder to apply for more 
life insurance than he should carry. In the first 
place a reliable company will not issue a larger 
policy than circumstances warrant, and in the 
second place the agent knows full well that if 
too large a policy is issued it may possibly de- 
feat its purpose and lead ultimately to grief. 
This, of course, brings up the question of how 
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A Real Saving 


You can increase your mortgage loans without 
extra work for the Legal Department by re- 
questing our National Title Insurance policies 


and thus eliminating re-examination of ab- 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds over $11,000,000 


AMERICAN TRUST COMPANY 


Affiliated with the 























much is enough, and, frankly, the agent js often 
better qualified to judge than the man who is 
taking insurance, regardless of the fact that the 
applicant is supposed to know more about his 
own affairs than anyone else. 

The applicant almost invariably chooses ty 
take either entirely too little to fulfill his py. 
pose, or entirely too much under the circym. 
stances, and the agent is sometimes unable t) 
The man who te. 
fuses to trust to the good judgment of a capabl. 
life insurance advisor would never think 9; 
questioning the advice of his lawyer, his banker 
or his doctor, but in matters of life insurance 


convince him of his error. 


which are not less technical and often more i. 
portant, certainly far more lasting in their 
himself competent to 
To such a man the veto 
of the company which refuses to issue insurance 


benefits, he considers 


make all decisions. 


in accordance with his incomplete or imprac. 
ticable plan, comes as a complete surprise. As 
a matter of actual practice the man who ap- 
plies for life insurance not only consults, un. 
knowingly, the banker and _ the 
doctor, but consults highly specialized adepts 
in these professions. 


lawyer, the 


Another side light on the question of how 
much is enough also explains one reason why 
too large policies sometimes come to grief. A 
rising marine architect happened to read an 
article in which life insurance was named as 
one of the best ways to provide money for 
educational purposes and became _ interested 
enough to call upon an agent. The architect 
had a son three years old, and planned to fit 
him for his own profession, which is, by the 
way, one of the most difficult of all professions 
and requires a technical knowledge of the most 
exacting nature. Eight or ten years of college 
training is not considered too much for the 
marine architect. 

However, this man desired a policy which 
would pay his son twenty-five thousand dollars 
on his eighteenth birthday. He believed this 
sum sufficient to cover all educational expenses 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 











with enough left over to start him safely on the 
high road to success. But the agent said, “no.” 

In the first place a guardian might have to be 
appointed to administer the funds until the boy 
came of age, and even when he should reach 


thing but safe. Or he might be dazzled by the 
size of the sum, or lose his head among youth- 
ful companions, and spend it rapidly if not 
riotously. It was too much money for a boy 
whose father might not be at hand to guide 


him; and to this the architect was forced by 
common sense to agree.—Franklin 
Mentor Number. 


majority it was too much cash money for a 
twenty-one-year-old boy to fool with. Some 
sharper might take advantage of his inexperi- 
ence and get it away from him. Then where 
would his education be? Or he might, with the 
best intentions in the world, invest it for safety 
in some sort of securities which would be any- 


An Organization Number 


THe SPECTATOR has issued a somewhat unique 
number, which it calls “Organization Number” 


PABLES PO Ricemeseecnememens | 
LIFE UNDERWRITERS | 


___ BY WILLIAM ALEXANDER 




















14. The Troublesome Ass 


Once, while an old man and his son were driving an Ass along the road, 
they heard a man say to his friend, “What a fool that old man is to walk 
when he could ride.” 

So the father mounted the Ass. But he soon got down, for he heard 
another man say, ‘See that selfis': father who rides in comfort while his poor 
boy toils along on foot.” 

Then the son changed places with the father, but he alighted in turn, 
when someone said, ‘““What a shame for that youth to ride, leaving his poor 
old father to trudge along in the dust.” 

Then both the father and son got on the Ass and stayed there until they 
passed a woman who said to a companion, “I wish I could find an agent 
of the Society for the Prevention of Cruelty to Animals. See what a 
burden that poor Ass is carrying!” 

So the father and son tied the Ass’s feet together and slung the beast 
to a long pole. Then they carried it between them until they came to a 
bridge, where they were jeered at and hustled by a crowd of idlers, with 
the result that the rope broke and the Ass fell into the river and was 
drowned. 


APPLICATION : 

The Agent who knows the right course should follow it and disregard 
the advice of irresponsible people. Or, if he is in doubt let him refuse to 
consider the advice of ignorant people and listen only to the counsel of 
those who are competent to teach, and read only the books written by those 
who speak with authority. 


_ N. B.—This series of Insurance Fables for Life Underwriters has been published in book form. Mail 
20 cents for a sample copy. Liberal discounts on quantity orders. 
Copyright, 1924, by The Spectator Company, New York. 
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and which is devoted to the history and func- 
tions of the various insurance organizations. It 
is “dedicated to the men who, by their sacrifices 
of time, thought and energy and by the applica- 
tion of their sound judgment, founded and 
fostered the company, agency and other organ- 
izations which have aided materially in the up- 
building and regulation of the insurance busi- 
ness, the raising of its ethical standards, and 
the great elevation of insurance in its various 
branches in the esteem of the public.’ Among 
the organizations treated are the “Association 
of Life Insurance Presidents,’ by George T. 
Wight, its secretary and manager; the National 
Board of Fire Underwriters, by W. P. Malla- 
lieu, general manager; the American Life Con- 
vention, by its secretary, T. W. Blackburn; 
The National Association of Life Underwriters, 
by Graham C. Wells, president. All of the 
other organizations, fire, life and casualty, are 
made the subjects of articles, usually written 
by an officer, and altogether give a large 
amount of valuable information regarding their 
history and functions. The number has an 
especial value for reference purposes.—The 
Indicator. 


Oscar W. Hawkins, general agent of the 
Peoria Life Insurance Company at South Bend, 
Ind., has returned from a three-weeks’ trip to 
Alaska, which was given to 153 agents of the 
company who were members of the $100,000 
Club during the year closed in July. The 
party touched at various points in Alaska, go- 
ing as far north as Skagway and Sitka. 





The City Service Mutual Casualty Corpora- 
tion, New York, has been licensed, and will 
specialize in writing taxicab liability and prop- 
Its president is Max 
Pasternack, and its secretary is G. A. Prager. 


erty damage insurance. 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W.E. McCANDLESS, Vice-Pres. 
Manager of Agents 








oan el 








Making 


THE SPECTATOR 


LIFE INSURANCE EDUCATIONAL SECTION 


the Most of Estates, Through Joint 


Trust Company and Life Insurance Service 


By FRANKLIN W. GANSE 


Manager, Home Office Agency, the Columbian National Life Insurance Company, 


30ston, 


Mass., and Member of Special Committee of National Life Underwriters Association to 
Co-operate With Insurance Trust Committee, Trust Company Division, A. B. A. 


Can the trust companies and the life under- 
writers of the country materially increase their 
service to estates and beneficiaries by working 
together ? 

The answer depends upon the conception of 
what service is really needed, in the interest of 
his estate, by the prospect. 

If he is a man of large means, a corporate 
executor and trustee is to be preferred, and the 
trust company should try to serve him. 

If he has accumulated but little, the life un- 
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tion: 


The accompanying article was writ- 
ten by Mr. Ganse for the Insurance 
Trust Bulletin issued by the committee 
on insurance trusts of the Trust Com- 
pany Division of the American Bankers 
Association. It was published recently, 
in the first of these bulletins of which 


there will be two more. 











derwriter should provide him an estate on easy 
terms. 

There is a great multitude of successful men, 
who have growing estates of moderate size; 
and for them at least we seem to need a new 
conception of the service which will make the 
most of their estates. To do this may well 
call for the help of both of these agencies, 
and that help cannot be given successfully un- 
less they work together. 

The present estate of such a business or pro- 
fessional man consists, in most cases, partly of 
life insurance and partly of assets, counting as 
“estate” all that he is prepared to leave to all 
beneficiaries in case he should die now. 

Let us suppose a case in which he owns $5000 
of good bonds, a $10,000 home subject to a 
$5000 mortgage, a business worth $10,000 net 
and $5000 in other income-producing assets; 
besides $25,000 in ordinary life insurance pay- 
able in one sum to his wife. This man’s in- 
come is now about $15,000 per year and is in- 
He intends to send his boy, now 
His wife has little business 
The home is a suit- 


creasing. 
tweive, to college. 
knowledge or experience. 
able one for the wife to keep, if she can, even 
if her husband should die in the near future. 
definite needs 

Leaving out 
some 


This estate has several very 
in order to make the most of it. 
the most obvious—to increase it ‘to 
reasonable minimum through additional life in- 
surance—how can this estate be put into the 
best possible order in view of the facts stated 
and leaving the amounts, as at present, totaling 


$50,000? 


Thursday 


1. Making the life insurance payable right 
is about all that the underwriter can do for this 
estate as it stands. 

2. The will must be carefully drawn and 
the executor carefully selected to make sure 
that the business will be handled and sold to 
the best advantage. 

3. $5000 should be set aside (by the will) 
in trust to pay off the home mortgage, if that 
is the owner’s desire. 

4. $4000 should be set aside in trust with in. 
come to the wife until the boy is ready for 
college, the principal will help him 
through his four course. It is not 
fair to the wife to leave this matter for her to 
decide either way. 

5. The remainder of the estate should be 
left in trust with such provisions as to income 
and emergency uses as the husband deems best, 


when 
years’ 


Is there any doubt about the much larger 
service which joint or co-operative work can 
give the estate? This seems to turn upon a 
fundamental change in the approach which 
many life underwriters are making now, as 
compared with a few years back, and upon 
the question whether the same general plan 
which they use in reference to the life insur- 
ance proceeds may not be adapted, in co-opera- 
tion, to trust company service for the remainder 
of the estate. This change involves life insur- 
ance selling and service based, not upon a guess 
of the agent or the prospect, but upon a care- 
ful analysis of the most important needs of 
the prospect, his family, his business and his 
estate, and meeting such needs as far as he is 
able to do so. 

Is there not a large field for trust company 
and life insurance service by putting the whole 
estate in the best possible order based upon 
an analysis of the needs of each particular 
case? 

Any successful man is naturally interested 
to leave a respectable estate. He can easily 
be sold “the estate idea,” which involves not 
only continual building but also putting and 
keeping in good order the estate already built 
If the estate is a modest one, so much the 
more necessary to “make the most of it.” 

Among the most necessary steps to this end 
are making a will, selecting the right executor, 
tying up principal so that it cannot be spent too 
rapidly, providing for wise investment and re- 
investment and making other vital 
financial steps in the family’s future; merely 
tying up principal so that it will provide neces- 


sure of 
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sities for life instead of luxuries for a few 
years 1S a service of inestimable value. The 
underwriter can do it, and is more and more 
doing it, with the life insurance. But how 
about the assets of the moderate-sized estate? 


Are they usually left in trust? As a matter 


of fact a majority of such prospects do not 
even leave wills, much less trusts or other 
definite designations. 

Some of the needs which the up-to-date life 
insurance agent emphasizes and tries to meet 
through his contracts—in fact most of them— 
can be met equally well with cash received from 
estate assets, if they are properly set aside for 
such specific uses. The following is one sched- 
ule of such needs as used in placing life in- 
surance : 

Tue Ten LINKs 

1. Squaring up with the world by paying 
debts, taxes, expenses of last illness, etc., and 
leaving sufficient ready money to take care of 
the family for a few months during the read- 
justment period, ; 

2. Bridging the period from the death of 
the father to the time when the youngest child 
shall have graduated from high school; that is, 
putting the next generation on its feet to the 
extent at least of a high school education. 

3. Keeping a roof over the family’s head in 
the present home, if any, or providing for rent 
of a modest apartment, or a lump sum to buy 
a home in the country or in some small town. 

4. Periodic income for the wife for her 
entire life to cover bare necessities of life. 
Whether life insurance should cover comforts 
and luxuries may be a question, but that it 
should absolutely cover bare necessities is cer- 
tain. 

5. Retirement. The ultimate use of all in- 
surance funds in the old age of the insured 
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for the maintenance of himself and his wife, 
if living. One of the principal dependents to 
be looked after is yourself when you get too 
old to work. 

6. Business insurance, which may be the 
most important item in the whole list. This 
form of protection is necessary if your interest 
in a firm or corporation might be impaired by 
your death or that of some business associate. 

7. Comforts. Providing, if possible, for 
something more than the bare necessities of 
life for your wife and daughters—in other 
words, some of the comforts of life. This link 
should be added to the chain if you can afford 
to do it. 

8. College education. Have you a son or a 
daughter whom you expect to send to college? 
\ small life insurance contract will make sure 
of the college education whether you live to 
look after it or not. 

9. Bequests. With the expense of admin- 
istration increased so largely by estate taxes 
it is becoming increasingly important to leave 
bequests not subject to taxation, debts or delays. 

10. Taxes. The payment of inheritance 
taxes in a small yearly instalment through life 
insurance rather than in a lump sum which may 
exhaust the best assets in your estate. This pro- 
vision should be made in all cases where the 
estate will be large or even of moderate size. 

This chain of protection is of course pri- 
marily made for the man of small or no estate 
This is particularly 
The remainder pre- 


aside from life insurance. 
true of links 1, 2, 4 and 5. 
suppose the ownership of at least some assets, 
even if no more than the equity in a modest 
home or a partnership in a small business. 
Links 6, 7, 9 and Io are for those of larger 
means, including, for inheritance tax purposes, 
those who own already a substantial amount of 
assets. 

In most families of moderate means, but with 
a business outlook which indicates independence 
in old age, the needs which should be covered 
supposed 


are more complicated than in the 


$50,000 case above described. Periodic income 
may be desired for a couple of daughters; col- 
lege education for several children; provision 
for upkeep of the home, for unpaid income 
taxes, for lump-sum or periodical bequests to 
favorite charities or college; as well as a defi- 
nite amount for inheritance taxes and expenses 
of administration. 

With the right sort of an approach and pres- 
entation of the fundamental idea, it seems as 
though many owners of moderate and growing 
estates would be more properly and more easily 
interested in putting and keeping the whole 
estate in order, than merely in the special ser- 
vice which may be suggested for one side of 
the estate. 

We must remember that there are now many 
billions of life insurance in force on the lives 
of successful men, that its volume has doubled 
in the last few years, and that there are there- 
fore many more owners of moderate assets 
who carry about an equal amount of life in- 
surance, as compared with a few years back. 

We must also appreciate that the various 
new forms of taxes have been related in vari- 
ous ways to life insurance, so that life insur- 
ance service has necessarily come to mean more 
and more for those who naturally turn also 
to the trust companies for service in their great 
and growing field. 

The field for service and business in these 
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two lines of work is unlimited. Only a small 
percentage of the life values of the country 
has been covered by insurance and an equally 
small percentage of those who should make 
their wills, designating corporate executors and 
establishing definite trusts, has already done 
so. Men naturally put these matters off. 

But it is more natural for a live, successful 
man to take a broad, businesslike survey of his 
estate as a whole in the effort to make it 
accomplish as much as possible for those he 
loves, than to respond to a request that he 
make his will, or create a trust, or be examined 
for life insurance. 

Many thousands of life underwriters are call- 
ing upon these men. They can get better hear- 
ings by building up and safeguarding estates 
than merely by selling life insurance. To do 
this they must be equipped to suggest making 
the most of the entire estate. 
and sell “the estate idea.” 

The growing co-operation between trust com- 


We must grasp 


panies and trust departments on the one hand, 
and life men in the field on the other, ought 
to put into the hands of these field men sug- 
gestive material which will emphasize the real 
fact of the case—that, more than the best trust 
service and the best life insurance service, each 
standing by itself, the estate builder needs a 
growing estate, put and kept in first-class order, 
through joint trust company and life insurance 


service. 


—It is reported from Los Angeles that the local 
association has already paid all bills incident to the 
National Association meeting and has a small surplus. 
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business and training new 
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ences. 
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Some Don’ts of Importance 


By Witt1am C. Morton 
Registrar, Life and Casualty Insurance Company of Tennessee 


I believe it is better most of the time to use 
the word “do” instead of “don’t.” It is said 
that we always desire to do just the opposite 
of what we are told to do. That seems to be 
one of our human frailties. Nevertheless, it 
is doubtless true that we are all interested in 
trying to better ourselves and make ourselves 
become more efficient. And, we should re- 
member that it is just as important to refuse 
to do some things as it is to do others. The 
fact that an agent should be absolutely honest 
with all is an admitted fact. At the same 
time, it is just as true that he should refuse 
to be dishonest. It takes just as much if not 
more courage to say “yes” as it does to say 
“no.” and vice versa. Frankly, a man must 
be a man, because it is the only courageous 
thing to do. 

There is no question in my mind but what 
it would be worth any agent’s time to culti- 
vate the following list of ‘“don’ts.” They have 
been selected because of the fact that an agent 
following thera would, in effect, refuse to be- 


come a failure. 


Don’t Worry 

Worry is one of the worst habits that could 
possibly be formed by anyone. That is true 
for two reasons: (1) It gets you nowhere. 
(2) You are worse off. Instead of bettering 
yourself, you have actually lost some of your 
vitality. There is absolutely no virtue in worry. 
It takes energy and vitality away from your 
system that should be reserved for accomplish- 
ment. Every time a man worries, he becomes 
less fit for the duties of an agent. Think of 
it in this way: You go out to make people be- 
lieve in themselves, and to convince people of 
their ability to carry insurance. You must 
show them the folly of not taking it. And 
it cannot be denied that a man who is accus- 
tomed to worrying about things will never be 
able to inspire confidence in others. In other 
words, you must possess a thing before you can 
transmit it to others. If worry is your chief 
make up, that is what you are going to leave 
with your prospects. Instead of making him 
a better man because of your call, you have 
harmed him. This cannot be denied. The 
world does not have any time for the “long- 
faced” man any more. Keep that in mind. 

A man should never worry because it con- 
sumes his enthusiasm and absorbs his vim. It 
is a bar to success in any line of work. 


Don’t Be A “Has-BEEN” or A “GoINnc-T0-Be” 

I am sometimes rather amused in my posi- 
tion as registrar of my company. On all 
applications for agencies we have a place to 
write in the former occupation of each ap- 
I have been peculiarly impressed with 
It seems that they 


plicant. 
the vanity of some people. 
like to impress you with their former occupa- 
tions. This refers especially to agents. But 
here is the thought: It is not what you have 


been or what you intend to be that counts, 


but it is what you are now, at this time. 

One great trouble about a man who is always 
telling you about his past accomplishments is 
that the world will expect him to do more 
than he is now doing. A superintendent does 
not care much about what a fellow has been 
so long he was honorable. What he wants to 
know is, “What can you do?” 

Remember this: Discharge your duties as 
you should and let the past go. The past is 
dead and the future never comes. Neither will 
the present be here long, so use it as you should 
and then you will be a genuine success. 

Don’t NEGLECT Your OPpporTUNITIES 

I have special reference to the opportunities 
you have of becoming better acquainted with 
your work. An agent should become thoroughly 
familiar with every small detail of his work. 
He should know all the fine points about his 
policy contract. This is absolutely imperative. 
Ask yourself questions about it from the stand- 
point of the prospect, and be ready at all times 
to give an intelligent 
promptly about any phase of it that might be 
asked you. And you can only do that by put- 
ting yourself in the position of the other fel- 


answer correctly and 


low. Be able to give a satisfactory explana- 
tion to any of its provisions. By all means be 
well posted upon the new features. 

Another opportunity that not 
neglect is that of self-improvement. You 
should at times try to ascertain whether or not 
If the com- 
pany you represent does not show any gain 
in assets and reserve, capital, and so on, from 
year to year, it is not making much progress. 
You should be able to tell your clients about 
what progress your company has made from 
year to year. But here is the thought that 
each agent should get: What gains have you 
made? You be able also to show a 
steady gain in determination, 
working capital, from a_ financial 
You should make an annual re- 
port on yourself and see wherein you have 
gained and where you have lost. 

Do not lose any opportunities of serving your 


you should 


you have shown any improvement. 


should 
self-confidence, 
and also 


standpoint. 


policyholders and your company. If you can 
go out of your way to pay a just claim, by all 
means do so. And remember that those things 
that you are not expected or supposed to do, 
always mean most to you. Every man is ex- 
3ut when you do your 
duty in a superway, you are entitled to credit— 
and you will always get it. 

It is not 


pected to do his duty. 


that the greatest 
opportunity a man has is to improve himself. 


selfish to say 


The greatest thing a man can do for himself 
or others is to increase his own efficiency. By 
doing so, he is able to become a better servant 
There is a term that I have 
noticed in a good many insurance journals of 
late that rather pleases me in regard to an 
agent and that is that an agent should be looked 


of the people. 
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upon as an “insurance attorney.” That strikes 
me because of the fact that it indicates mastery, 
It implies the fact that a man is a specialist 
and that he knows his job, and that is the 
greatest compliment that I know of, 

One opportunity that a good many agents 
overlook and which is very important js to 
thoroughly explain your policies to those who 
buy them. I believe a great many lapses could 
be traced to this one source alone. [ cap 
hardly conceive of a lapse where a policy. 
holder really understands the value of the pro. 
tection. And the time to show him this valye 
is at the time he is canvassed or whenever the 
policy is placed. If the company does not 
give him exactly the kind of policy for which 
he applied, he should know about it and the 
reason why if it is permissible to do so. When 
an agent assumes such a position as that, the 
client knows that he is dealing with an honest 
man and that he is not having something “put 
over on him.” 

I:very agent should make it a point to explain 
just exactly what a policyholder has bought 
Now, I will say this, 
It may be better at times to place the policy 


before he leaves him. 


lirst and get the money before that is done. 
The agent, of course, must be the sole judge, 
But the thought I wish to convey is that he 
should know exactly what his money has 
This creates a confidence that cannot 
And more than that, it is one 


forms of service that comes to 


bought. 
he overlooked. 
of the highest 
an agent. 

Do not lose any opportunities to engage in 
any of your companies’ various contests. There 
is almost as much glory in being a winning 
loser as there is in being a winner. And all 
contests put on by insurance companies will 
always make an agent a winner even though 
he may be a loser in some respects. I would 
like to venture this thought: A man never 
who The man who sticks long 
enough will eventually win. There is no ques- 
tion about the truthfulness of this assertion. 


’ 


loses sticks. 


Don’t Listen to “Harp-Luck” Stories 

There is one sure thing that an agent will 
always encounter—and that is the hard-luck 
stories. The very best thing to do when you 
hear these is to absolutely ignore them. By all 
means, do not give them any encouragement. 
If you do, the first thing you know you will 
have been the means of talking yourself out 
of a sale. When the hard-luck story begins 
is the time for you to apply some of your 
optimism. Impress your prospects with the 
idea that our condition in life is largely a state 
of the mind. 

I have been peculiarly impressed with the 
fact that in any kind of soliciting people will 
make you their confidant. When you press 4 
person to the point of giving you their signe 
ture, they will begin to unfold to you all their 
As I have said 
in some of my previous articles, this is the 
time when the agent must use what little tact 
and diplomacy he may have. 

A lot of people who are already insured will 
try to “hatch up” the hard-luck story as 4 


trials and hard-luck stories. 
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excuse for letting their insurance lapse. Make 
them acknowledge the fact that of all times 
they need protection it is when the odds are 
against them. When a financial 
straits, he needs protection more than at any 
other time. 

In this with the 
value of their credit and their individual integ- 


man is in 


connection impress them 


rity. A man should protect his credit and his 
good name at all costs—and if there is any 
really proper time to use that line of argument 
it is Also use this 
thought: No man who is really in bad cir- 


when he is in trouble. 
cumstances will ever be ready to acknowledge 
it. Just bear that in mind and take most of 
these tales as a bluff, for they are nothing else 
but that. 

You may say something like this: “Why, 
Mr. Prospect, I am sure you do not mean that. 
You know it is an actual fact that if you were 
really in hard luck you would be the very last 
frankly, Mr. 
Prospect, if I should come to your house and 


one to acknowledge it. Now, 
tell you that you were too poor to buy insur- 
ance, or if I told one of your neighbors that 
I would not call on you because you were too 
poor to buy it, and you found that out, you 
wouldn’t you?” He 
Then 


you can let him know that he is not as bad off 


would actually resent it, 
must admit that he would feel insulted. 


But here is the thought 
Instead 
of agreeing with him, you have shown him a 


as he has imagined. 
that I have been trying to give you: 


new outlook on life and have caused him to 
think that he was not in such bad shape after 
all. The result is that you have been a friend 
to him. And more than likely you have gotten 
an application to mail in to the company you 
So has he. And 
that fact alone should cause you to disregard 
every hard-luck story that you come in contact 
Why? It pays! 


represent. You have won. 


with. 
Some Risk in Risk Selection 
3v S. E. Stmmons 
Medical Director, California State Life Insur- 
ance Company 
At the expense of repetition, permit me to 
call your attention to three essential yet sepa- 
rate parts which enter into the composition of 


a risk. Each part comes from a different 
source: (a) The application from the agent, 
(b) the inspection report, (c) the medical 


examiner’s report. 
There are ten primary points that each risk 
upon, all brief 
(1) build, (2) occupation, (3) family 
history, (4) habits, (5) personal history, (6) 


is graded disclosed in these 


papers : 
physical examination, (7) residence, (8) 
morals, (9) form of insurance applied for, as 
well as the consideration of double indemnity 
and total disability hazard, and (10) “general 
and 
based upon the results frequently expressed in 
percentage of the other nine points. 

Too often the salesman, however long and 
commendable his experience with this and 
other companies, takes the examiner’s word for 
the applicant’s present fit physical condition 


25 


estimate,” which is our final summary 


and firmly believes and expects that the com- 
pany, on this basis alone, is certain to issue 
the policy as applied for. Sometimes disap- 
pointment ensues, for the risk is not acceptable 
to the company as written, owing to an un- 
favorable inspection report, with special refer- 
ence to habits, morals and finances. 

Again, in practical underwriting we do not 
look on a risk as an entity, but as a member 
of a group and always ask ourselves “What is 
the average mortality of this group?” It is 
just here that problems and perplexities arise, 
for it is part of the office of a medical director 
to harmonize an inexact science with an exact 
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science, i. e., medicine and mathematics (the 
medical and actuarial). It is upon this har- 
monization that favorable or unfavorable mor- 
tality ratios are experienced by the company. 
Severe selection will, of course, lower the mor- 
tality but if carried too far can easily act as 
an effective bar to the acquisition of new busi- 
ness, thus in a way defeating itself. 

A company which regularly writes a large 
volume of new business, other things being 
equal, will generally have a favorable mortal- 
ity. Reinstatements, if too severely selected, 
will proportionately increase the lapse ratio. 
An honest and conservative sales force is abso- 
lutely necessary if a company is to have a 
favorable mortality. 

We try to rate all border-line cases on a 
credit and debit basis, and arrive at a final 
rating applicant with a poor 
family history or occupation may call for a rat- 
ing of 125 per cent but will receive a credit- 
offset by reason of his build, good physical 
examination, morals and manner of living, to 
debit and within the 
To give each risk the great- 


thereby. An 


counteract this come 
acceptable class. 
est degree of lenient judgment, we must have 
full and complete answers, for on these alone 
is our judgment based. We have heard some 
complaint as to the length of our examiner’s 
blank but deem our questions are essential and 
necessary to a proper estimate of the risk. It 
is and will be modified from time to time to 
satisfy actuarial, medical and legal require- 
ments. Some courts have ruled that any ques- 
tion not specifically asked on the blank is not 
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INSURANCE COMPANY 
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deemed of sufficient importance to have a bear- 
ing in the event of a contest. Our blank is 
adopted with reference to the poorer type of 
Tf only the ideal examiner existed, 
we being provided with local examiners on 
“insurance 
great reliance, it is conceivable we might do 
away with the blank entirely and rely solely on 
the judgment of our Class “A” examiners. Un- 
til that happy day arrives we must content our- 
selves with what is perhaps an unnecessarily 


examiner. 


whose instinct” we could place 


long blank. As a chain is no stronger than its 
weakest link, so an examination blank must be 
made to fit the weakest examiner. No matter 
how hard we may try to better the character 
of the risks offered this can only be done 


through the medium of a medical examination, 
Many times the company gets a bad risk 
through a favorable report on the part of an 
incompetent examiner. In a short period of 
time the company sustains a heavy loss—and 
all because of a poor examination. If we are 
to eliminate bad risks we must eliminate bad 
We pay a good fee and are entitled 

By reducing poor risks the 
insurance also would be re- 


examiners, 
to value received. 
actual costs of 

duced, and it is noteworthy that the companies 
most particular about their medical 
examinations are the ones who are handling 


who are 


insurance most economically and_ returning 


most to the policyholders through a lowering 
of the rates —E, L. Capitan. 
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Shortening The Selling Process 


Our SYSTEM of obtaining “‘leads’’ for 
our Agents has been cited as one of the 
most successful in operation. 


This service is part of our comprehensive 
program of Home Office cooperation which 
| is of genuine practical value to our men in 
| the field. 


Service to policyholders is also the best 
| kind of service to Agents. 
| holders Service Department offers, among 
| other things, the health service of the Life 
Extension Institute free of charge. 


For information concerning Agency op- 
portunities, address: 


| _ T. LOUIS HANSEN, Vice President 


| The Guardian Life 


Insurance Company of America 
Established 1860 under the Laws of theState of New York 


| 
Home Office: 


Our Policy- 


50 Union Square, New York 
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NO EXAMINATION 
INSURANCE 


Will Accept Application 
Up to $2000 


Prudential 


RULES OUTLINED 


Agent Must Have Been in Service at Least 
One Year—Expected to Increase Busi- 
ness With Young Men 


Edward D. Duffield, president of the Pruden- 
tial Insurance Company of America, Newark, 
N. J., has announced that the company will 
hereafter accept ordinary life insurance up to 
$2000 without medical examination. The com- 
had a number of years of 
experience in the industrial and intermediate 
which has been so successful as 
to prompt the latest move. 

The rules under which such insurance will 
be granted are as follow: 


pany has already 


departments, 


Our experience over a number of years with 
industrial and intermediate business issued 
without medical examination has been so uni- 
formly satisfactory that we feel safe in ex- 
tending the plan to certain classes of ordinary 
risks. : 

We therefore take pleasure in announcing 
that the company will accept, on applications 








Terminations by Surrender and Lapse 
(Continued from page 5) 

ance is so thorough that the prospect is 
not only sold at the time of accepting his 
contract but is irrevocably sold to the 
necessity of permanent protection. 

The table shows that twenty-four of 
the twenty-nine companies lowered their 


combined lapse and surrender termina- 


described below, certification as to condition 
of health and insurability from superintendents, 
agency organizers, assistant superintendents 
and from agents who have been with the com- 
pany at least one year and who have been 
recommended for this service by the superin- 
tendent: Applications upon male lives at age 
thirty-five nearest birthday or under, for 
endowment policies of $2c00 or less, with 
endowment periods not exceeding twenty years, 
and without the disability income feature (but 
with accidental death benefit, if desired). 

Upon all other ordinary applications the 
usual medical examination report will be re- 
— It will also be required if the amount 
applied for, added to any ordinary insurance in 
force which was issued without medical 
examination, exceeds $2000. (Industrial and 
intermediate in force can be disregarded.) 
There will be no change in the rules govern- 
ing non-medical reports on intermediate busi- 
ness. 

It is of great importance that the agent or 
other representative making the report shall 
obtain complete and correct answers to all 
questions. Suggestions for your guidance are 
contained in special instruction folders that 
are being forwarded. In addition to the state- 
ment at the foot of the form, the usual agent's 
general report on the back of the application 
will be required. 

Applications and declaration forms are to 
be securely fastened together and forwarded 
direct to the medical department. 

The superintendent or agency organizer may 
order a medical examination of an applicant 
when no examination is required under the 





if there is reason to believe the 
company’s interest would be protected by such 
examination. 

There are 
accepting business without medical examina- 
tion on ordinary policies in Georgia, Idaho, 


above rules, 


local laws which prevent our 


Massachusetts, Mississippi, 
Carolina, Oklahoma and 


lowa, 
North 


Indiana, 
Nebraska, 
Washington. 

We feel sure that this move will aid you in 
writing more endowments on men at the 
younger ages, for many such who could pass 
the medical examiner hesitate because of the 
slightest inconvenience involved. The success- 
ful operation of the plan will depend on each 
man using care, accuracy and good judgment 
and we count on your continued loyal co- 
operation. 


Great-West Life Bulletin on Eastern 
Convention 

The Great-West Life Assurance Company 
of Winnipeg, Canada, has devoted its August 
bulletin to a comprehensive report of the East- 
ern convention of its $100,000 Club. This meet- 
ing was held in June, it will be recalled, at the 
Thousand Island Alexandria Bay, 
and the company has, through its bulletin, pre- 
All the im- 
portant speeches of the sessions are given in 


House at 
served a complete recital of events. 
full and the issue is profusely illustrated with 


convention photographs and scenes of inter- 
esting incidents. 





tion ratio in 1923 from the previous year, 
It must be borne in mind that different 
methods of treating the writing off of 
policies by individual companies 
certain bearing in making the combined 
lapse and surrender ratios of these com- 


have a 


panies unduly high. 
In considering the table, it must also 


be noted that only the ordinary business 


of the companies is given. Industrial 
companies, including in their ordinary 
account their intermediate business, natu- 
rally show a higher rate than those hav- 
regular ordinary policies, and 
it must be further understood, in com- 
paring lapse rates, that terminations by 
lapse arise principally from policies less 
than ten years in force. 


ing only 


PER CENT OF MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-NINE LIFE INSURANCE 

















COMPANIES, FROM 1904 TO 1923, INCLUSIVE 
(( ree 1924, by The > Spectat tor Company, New York). 





































































































| | | j | | 
| } | | | | | | | | 1904 | 1909 | 1914 — ( 
COMPANIES 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 | 1922 | 1923 fi | to > 
| eu s e ee | |) 
| | | } 
es ee | eee ee ee eee eee | Sees seen ee Sees ees eee ee = 
Aetna Life. | 4.11] 4.45] 4.68] 3.62} 3.97] 3.51] 3.86] 3.92] 4.72| 4.69] 5.21] 5.44 5.05| 4.58} 5.01] 4.22] 4.83} 6.71] 6.26] 13.23] 4.16) 4.15) 5.05] 7.45] 5 51 
Berkshire. oe 4.05] 4.01) 4.91] 3.20} 3.38} 2.91) 2.68} 2.47} 2.73} 2.96) 3.49} 3.47} 3.00) 2.60) 2.28) 2 04/ 2.74) 3. 70| 4.58 3.36] 3.70) 2.76} 2.94] 3.30 311 
Connecticut General. . 5.14] 4.51] 4.68) 4.03] 4.17] 4.02} 3.98] 4.18) 4.27) 4.41) 5.12) 5.41 4.61| 4.16) 4.19 4.14) 4.76) 6.53! 4.49] 6.89] 4.46] 4.22] 4.69] 5.49 4.97 
Connecticut Mutual...} 2.10} 2.13] 1.91] 2.06] 2.45] 2.60) 3.02} 3.36] 4.38) 4.64) 4.65] 4.84 4.20) 3.90} 3.85} 3.47) 4.20) 5.43] 5.12) 4.61 2 3.64] 4.26] 4.62! 3 g4 
Equitable, New York..| 7.98) 10.32] 10.42} 5.46} 48] 4.58] 4.53) 4.22 4.50) 4.40) 4.79) 4.93] 4.30} 4.18) 3.91 3.60| 4.60 6.69} 6.92) 5.80) 7.81 4.45] 4.42} 4.98] 5 (54 
| | | | | z 
Equitable, Des Moines.| 5.59] 6.14] 5.75] 4.43| 4.55] 4.15] 4.16] 4.86] 5.28) 5.75] 6.01] 5.41) 5.51| 5.50] 5.20] 3.99 4.03 6.06] 6.76] 5.37] 5.22] 4.95) 5.51] 5.55] 5.16 
Guardian, New York...| 5.94} 5.90] 6.09] 6.41] 4.69] 4.38} 4.10) 4.53] 4.95) 5.07] 5.87| 5.69) 4.95] 5.40] 4.59] 4.56 4.82] 6. 64| 7.06} 5.87) 5.80) 4.62| 5.05] 5.73] 5.38 
Home Life........... 7.95| 8.24] 8.62| 7.50| 5.93] 5.55| 5.72] 5.91] 5 65} 5.59) 6 09) 6.34] 5.92] 5.19} 5.64] 4.89! 5.86] 7. 16} 5.79) 4.22} 7.62| 5.68} 5.82! 5.58] 5 94 
John Hancock... .....| 8.35] 8.69] 9.89] 8.74] 8.99] 7.15] 6.61] 6.24] 6.03} 5.83| 6.10] 6.05} 5.14| 5.08| 4.77| 4.93| 5.32} 6.67| 5.77] 5.42) 8.98) 6.31) 5.36) 5.71] 5.84 
Manhattan...........| 8.09} 9.28] 10.67] 8.76| 5.55| 4.77| 4.35) 4.71| 4.90} 5.64) 6.60) 8.78) 7.24) _ 4.88} 5.39} 5.08] 9.82) 9.45] 6.89] 8.50! 4.88] 6.86) 7.20] 6.87 
Massachusetts Mutual.| 4.77! 4.74! 5.00] 3.97] 3.76| 3.77] 3.42! 3.44| 3.77| 3.72} 3.86] 3.99) 3.66] 3.42) 3.01) 2.41] 3.08) 3.91) 3.62} 3.51) 4.52) 3.62) 3.67) 3.43] 3.67 
Metropolitan. ........ 16.42] 17.22] 16.10] 14.12] 15.91] 12.64] 10.46] 10.41] 10 10.00) 9.50} 9.08} 7.03) 5.85) 5.75) 6.29) 6.77| 10. 50| 8.67] 6.36] 15.84) 10.59] 7.19] 7.76) 8/86 
Michigan ake al. 13.56| 10.54] 10.35] 10.07] 9.34] 6.94) 6.68) 7.38] 7.22) 7.50) 8.66) 9.56) 7.46) 7.41) 7.19} 4.71) 5.70} 8.74) 8.53) 3.88] 10.76) 7.15) 7.98) 5.89) 7.89 
Mutual Benefit....... 4.59] 5.02] 3.82] 3.46] 3.04] 2.54] 2.27] 2.70] 2.58] 2.40} 2.62) 2.62) 2.32) 2.01] 1.88) 1.49) 1.62] 2.12} 2.14] 2.00 3.93} 2.51] 2.29] 1.99] 214) 
Mutual, New York as 7.41| 8.38) 5.22] 4.25) 4.39] 4 28) 4.19) 4.51) 4.46) 4 86) 4.84| 4.34) 3.99} 3.61) 3.44] 4.39] 6.20} 5.07} 4.95 6.36) 4.37) 4.32] 4.85) 4.94 
| | | | | | | | 
National Life......... 7.38| 7.08} 8.65} 7.06] 5.17| 4.33| 3.87| 3.85] 3.70] 3.54] 3.93} 4.31] 3.70) ‘al >.78 2.31] 2.76) 4.38] 4.02} 3.65] 6.98] 3.85] 3.54] 3.50) 4.94 
New England......... 4.72} 5.04] 4.89] 4.23] 4.03} 3.39} 3.10) 3.12] 2.85} 2.92) 3.03) 3.34) 2.98) 2.84) 2.86) 2.25) 2.66] 4.05| 3.28] 2.93] 4.55} 3.06) 3.03] 3.05) 3.96 
New York "| 7°931 9/05! 10.45] 6.55| 5.40] 4.77| 4.22] 3.95) 4.19] 3.74] 3.99] 4.09] 3.81] 3.62) 3.78] 3.69] 4.04] 5.40] 4.93] 4.55] 7.66! 4.17] 3.85] 4.56] 4.93 
Northwestern. Mutual... 3.53] 4.08] 4.17] 3.79] 4.06} 3.78) 3.67| 3.87] 3.73| 3.41} 3.56) 3.64) 3.07) 2.45) 2 24| 1.75} 2 08} 2.99) 2.68} 2.46) 2.97] 2.41) 2.36] 1.90] 3.08 
Pacific Mutual. . ..| 17.56] 19.16] 10.77] 5.17] 5.28} 4.57] 4.50] 4.05) 3.65) 4.02) 4.04) 4.31) 4.57) 3.99) 3.60) 2 91| 3.29) 5.56) 6.09} 5.13) 10.46) 4.13) 4.09) 5.32) 5.25 
| | | | } . 
Penn Mutual.........| 6.73} 7.59] 8.01] 7.09] 7.66] 4.37| 4.47] 4.19] 4.17} 4.09] 4.22) 4.52) 3.52) 3.58} 2.98 2.37) 2.93} 3.82] 3.80) 4.01/ 7.43) 4.25) 3.73) 3.68] 4.36 
Phoenix Mutual. . 5.59] 6.85] 6.18) 5.77) 5.41) 4.44) 4 04| 4.27) 4.54) 5.29 5.11] 5.26) 4.30) 3.33] 2.90 2.91} 3.02] 4.10) 4.08} 3.57\) 5.95) 4.54) 4.10) 3.57] 4.34 
Provident Mutual... 4.16] 4.21] 4.36] 4.12] 4.40] 4.27] 4.12) 4.34) 4.66] 4.99} 5.92) 6.08) 5.55) 4.89} 4.14) 3.83] 4.61) 5.20) 5.39) 4.75) 4.25) 4.51) 5.25) 4.79] 4.83 
rudential. . 11.31} 9.07| 8.20} 6.67] 5.03] 4.24] 4.81! 3.80] 4.13] 3.79) 4 54| 4.52} 3.96) 3.24) 3.10) 3.67] 3.40} 4.28] 3.82] 3.41] 7.75) 4.16) 3.81) 3.35] 4.20 
State Mutual. . 5 7 5.27) 5.25) 4.71] 4.65 4.04) ie 3.35} 3.45) 3.66 ak 3.90) 3.44} 3.46) 2.99} 2.57} 3.10; 3.60) 3.16) 3.06) 5.11) 3.63) 3.52) 3.11] 3.58 
Travelers. ....{ 4.80! 5.64] 5.48] 4.68] 4.91] 5.03] 5.64] 5.11) 4.82] 4.91] 5.60) 5.80} 4.85) 5.60) 4.36) 3.53] 4. 3 5.95] 6.26] 6.34) 5.08} 5.08] 5.15} 5.48] 5.33 
Union Central... 227! 5.39] 5.75) 5.83) 4.32] 4.06) 3 40} 2.79] 3.08] 3.39] 3.90] 4 43} 5.10} 4.66) 4.44) 3.96) 3.02} 3.23) 5.02 4.38| 3.64) 1.02) 2.26) 4.26) 3.90) 4.06 
Union Mutual... .. |. 7151 7.381 8 51] 7.07; 4.62 2.931 2.85| 3.81] 3.98] 4.74] 4.83] 5.91] 5.40} 4.61! 4.27| 3.95] 4.56} 4.86] 4.97] 4.45] 6.95] 3.62] 5.02) 4.56] 5.05 
United States. . ee. 12. 23] 10.47] 8.39} 7.95| 7.78) 6.12) 6.61) 5.70) 5.58) 6.33) 8.16) 10.19) 9.72) 8.95) 8.50) 7.51) 6.66) 9.08) 9.99) 10.97; 9.45) 6.07) 9.16) 8.83) 8.37 
Averages (29 Cos.)...| 7.68} 8.39] 8.93] 6.57) 6.33] 5 51| 5.05} 5.04) 5.17] 5.00) 5.28) 5.35 1.58] 4.13| 3 95) 4.04) 4.45) 6.35) 5.64] 4.96 7.49| 5.09) 4.61) 5.14] 5.36 
| | | ! ( ( | 
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NOW READY 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 





Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 

FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 
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CENTRAL LIFE MEETING 
New Home Office Scene of Agency 
Gathering 


Cuicaco, Itt., September 2.—The annual 
agency convention of the Central Life In- 
surance Company of Chicago will be held 
September 4 and 5 at the new home office 
building on North Michigan boulevard. 

President H. W. Johnson of the Central Life 
will give a luncheon on Tuesday, September 
2nd, in the Assembly Hall, for the officers and 
directors of the Central Life and the officers 
of all the Illinois legal reserve companies. 

Following the business session of the first 
day, a banquet will be given in the assembly 
hall, with dancing following. On the second 
day, at one-thirty p. m., a private boat ride on 
Lake Michigan has been arranged. 

Following the opening address by W. F. 
Weese, vice-president of the company, the fol- 
lowing talks will be given at the opening busi- 
ness session in the assembly room at the home 
office building: The Agents’ Service to Policy- 
holders, C. M. Cartwright, editor, National 
Underwriter; The Agents’ Relation to the 
Public, John B. Patterson, general agent; 
How Best to Educate New Agents, M. Kuci- 
emba, general agent: Medical and Moral 
Selection of Risks, T. W. Burrows, medical 
director; Keeping the Business on the Books, 
Charles Nadler, vice-president (in charge of 
conservation department). 





Indiana Agency of Bankers Life to Meet 

INDIANAPOLIS, INp., September 1.—Fifteen 
Indiana agents of the Bankers Life Company 
of Des Moines, Ia., have returned from the 
annual convention of the $200,000 Club of the 
company at Montreal, Canada. This is the 
largest number from any one agency of the 
company to attend the meeting. A number of 
agents also made the trip to Halifax to at- 
tend the annual sessions of the Gold Medal 
Club of the Bankers. 

Elbert Storer, manager of the 
agency, has announced that a meeting of the 
agency will be held shortly in the agency 
offices, Icog-11 Merchants Bank Building. 
More than 200 invitations have been sent out. 
The meeting will begin in the morning at 
9.45 o’clock, and at 4 o'clock in the afternoon 
the attending agents will be the guests of the 
company at a chicken dinner banquet and in- 
formal dance. A feature of the meeting will 
be a school of instruction conducted by E. E. 
Kneedy, LL.D., who has been in the insurance 
business for twenty-five years. 


Indiana 


E. H. Dark’s Life Insurance Chart 

A life insurance chart which is useful to the 
successful agent and of incalculable worth to 
the beginner has just been issued by E. H. 
Dark of New York city. 
graphical form, just what happens in the case 
of each type of life insurance policy now be- 
ing offered, and presents a detailed account of 
the actuarial theory upon which it is based. 
Legal reserve life insurance policies are ex- 
plained by diagrammatical examples and the 
chart shows the agent at a glance all he wants 
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The chart shows, in 











Stephen M. Babbit 


President 


HUTCHINSON KANSAS 























to know about the operation of any given con- 
tract. 

Mr. Dark is a life insurance man of wide 
experience both in home office and field work 
anc has been in the business about twenty-five 
vears. The chart produced by him is the re- 
sult of close observation of the needs of the 
agent and a thorough understanding of the 
principles and practices of life insurance com- 
panies. 





—Los Anceves, Catir., August 30.—Hugh M. 
Leisure, manager of the home office general agency of 
the Occidential Life of Los Angeles, has been pro- 
moted to assistant superintendent of agencies, 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 


erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 
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AGENTS’ MEETING 


Peoples Life Men Gather at Home 
Office 





BANQUET A FEATURE 


Secretary E. O. Burgett Welcomes Dele- 
gates as “Ambassadors of Thrift” 


INDIANAPOLIS, IND., September 1.—The an- 
nual meeting of representatives of the 
Peoples Life Insurance Company, Frankfort, 
Ind., was held in the home office, August 28 
and 29, the first session opening in the dining 
room of the Masonic Temple. The meeting 
this year was the most successful ever held 
by the company. A number of new States 
have been opened up and the territory of 
agents has undergone a greater expansion this 
year than ever before. Reports submitted by 
agents at the meeting indicate that a fruitful 
field lies ahead for the representatives. Since 
the meeting was held last year, extension 
work has been pushed forward and carried 
into practically all the mid-western States 
until now the Peoples Life Insurance Com- 
pany is represented in all the important cities 
in the Mississippi valley. 

The welcoming address delivered by Secre- 
tary E. O. Burgett, said in part: 

Life insurance salesmen are ambassadors of 
thrift and advance agents of prosperity. They 
are captains of industry, foemen of poverty 
and benefactors of humanity. They are high- 
grade Americans, active in all civic move- 
ments for community and humanity better- 
ment. 

You are the men whose lives are devoted to 
inducing your fellow men to perform their 
duty to their families and themselves. You 
teach business men how to avoid bankruptcy 
and wage earners how to protect themselves 
against dependent old age. 

You preach the gospel of protection, thrift 
and prosperity and are truly ambassadors of 


‘ thrift and advance agents of prosperity. 


The ladies were entertained at a “get ac- 
quainted” party by the wives of the officers at 
the home of Mrs. E. O. L. Burget, 502 South 
Main street, at a theatre party at the Conley, 
August 28. in the afternoon of Friday by an 
automobile ride over the city and to the T. P. 
A. park, and in the evening at 8 o'clock at the 
banquet at the Hotel Coulter, which closed the 
meeting, 


John A. Stevenson Explains the Purpose 
of Life Insurance 


One of the best explanations of the aims 
and purposes of life insurance that has ap- 
peared in recent years is given in an article, 
entitled “To Meet the Budgets We Leave 
Behind,” which is published in the Septem- 
ber number of The Nation’s Business. The 
article is by Second Vice-President John A. 
Stevenson of the Equitable Life Assurance 
Society of the United States, New York, and 
the author has devoted his discussion to a 
consideration of what life insurance means as 
a guarantee of the continuation of an indi- 
Vidual’s economic value. 

In his own words, Mr. Stevenson has ap- 


plied the “insurance yardstick—that is, the 
measurement of the amount and type of in- 
surance by the particular needs it is to meet” 
to everyday living and shows what a life pol- 
icy can accomplish. The article is well worth 
the attention of life insurance agents every- 
where and is a further indication of the ex- 
tent of Mr. Stevenson’s knowledge on the 
subject. 


UNITED LIFE AND ACCIDENT 
GATHERING 
White Mountain Club Members Brought 
to Home Office for Meeting 


The ninth annual convention of the United 
Life and Accident Insurance Company of 
Concord, New Hampshire, held Monday, Tues- 
day, Wednesday, Thursday, of last week, 
proved to be one of the most successful gather- 
ings ever recorded in the history of the com- 
pany. 

Delegates in attendance for the 
morning session numbered nearly twice those 
of any previous convention. Due to the parties 
made up to visit the historical sights of Con- 
cord, the Monday morning session, which be- 
gan with President Allen Hollis’s address of 


Monday 


welcome, was delayed. 

When the convention finally settled down 
to business, much was accomplished. Reso- 
lutions were adopted promising greater effort 
and cooperation in preventing the lapsing of 
policies; routine matters as to the standing of 
the various members in the White Mountain 
Club, an company’s 
largest producers, were taken up, and many 
addresses were delivered by prominent medical 


organization of the 


men and by the officials of Concord. 

On Tuesday the new officers of the 1924 
White Mountain Club went into office in the 
following order: Anthony J. Povilaika, Water- 
bury, Conn., president; Howard Osborn, Col- 
umbus, Ohio, vice-president; John F. Mc- 
Curley, Newark, N. J., secretary; Claude C. 
Jenkins, Flint, Mich., treasurer. 

This year the company provided a most 
elaborate entertainment program for the dele- 
gates, which began Tuesday afternoon. The 
entire convention was transported to Montreal 
by special Pullmans. Tuesday evening the an- 
nual banquet was given at the Mount Royal 
Hotel, Montreal. The remainder of the con- 
vention, except for a final session at the home 
office Thursday, was given over to seeing the 
spots of scenic beauty adjoining Montreal and 
in the city proper. 


Home Friendly Promotes L. A. Scheidt 

L. Arthur Scheidt, for many years an em- 
ployee of the claim department of the home 
office of the Home Friendly Insurance Com- 
3altimore, Md., has been 
where he 


pany of Maryland, 
transferred to Washington, D. C. 
will be in charge of the payment of claims. 

Henry M. Callsen succeeds Mr. Scheidt in 
his former position in the home office claim de- 
partment. 
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ALLEGE “TWISTING” 


Hearing Held Before Virginia 
Commissioner 


CASE NOW UNDER CONSIDERATION 


Question Is Whether Application Without 
Premium and Examination Was 
Bona Fide or Not 

RicHMOND, Va., September 1—Hon. Joseph 
Button, Virginia Commissioner of Insurance, 
held a hearing last week on charges filed by A. 
O. Swink, Virginia manager for the Atlantic 
Life, against William S. Drewery, Virginia 
general agent for the Connecticut General, in 
which Mr. Swink accused Mr. Drewery of 
twisting. Mr. Drewery was not present at the 
meeting, and Col. Button has taken the case 
under advisement. Mr. Swink alleges that 
about a year ago Mr. Drewery wrote a road 
contractor for $50,000 of life insurance with- 
out taking settlement of the premium, and 
without getting the prospect examined. Sev- 
eral days later, after the prospect’s insuring 
age had changed from 51 to 52, Mr. Swink 
wrote $50,000 on the same life. At the first 
anniversary of the policy, Mr. Swink was in- 
formed by the policyholder that he would 
under no circumstances continue his policy in 
the Atlantic Life. It was alleged that he paid 
one quarterly premium on the Connecticut 
General’s policy, and lapsed it. Several months 
later, the company reinstated the policy. 
Meantime, age 53 had been attained, and Mr. 
Swink alleges that the Connecticut General 
dated its reinstated policy back to age 52. 

A number of insurance men were present, 
and some of them took issue with Mr. Swink 
in response to questions asked by Commis- 
sioner Button. The hearing resolved itself 
into the consideration of whether an applica- 
tion without settlement and examination was 
bona fide or not. C. T. Thurman, Virginia 
general agent of the Mutual Benefit, held that 
the Connecticut General’s application was 
taken in good faith and that Mr. Swink was 
not acting according to the ethical standards 
or the Virginia association in soliciting the 
prospect. 

As stated above, Col. Button has the case 

Members of the executive 
committee of the Richmond Association of 
Life Underwriters declare that the matter will 
be taken up by the association regardless of 
what Col. Button finally decides. 


: : 
under advisement. 


Accident and Health Attorneys to Meet 


Cuicaco, Itt., September 2.—Immediately 
following the annual convention of the Health 
& Accident Underwriters Convention, to be 
held at the Edgewater Beach Hotel, Chicago, 
September Sth, gth and roth, the annual meet- 
ing of the General Attorneys’ Association of 
Accident and Health Companies will be held, 
when officers for the ensuing year will be 
Myron Van Auken, counsel to the 
Commercial Travelers Association of Ithica, 
N. Y., is president of the association. 


elected. 
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Farewell, NOTES! 


Our new Monthly Premium Plan is helping 
our fieldmen to break people of the ‘‘Note”’ 
habit. 





Our new policies and new rates effective 
since January Ist, helped our fieldmen to 
show a greater increase in business during 
the first six months of 1924 than in any 
previous twelve months. 


Attractive openings in North Carolina, 
South Carolina, Georgia, Florida, Alabama, 
Mississippi, Kentucky and Tennessee. 


Address: W. Caswell Ellis, Vice-Pres. and Agency Mgr. 


Southeastern 
Life Insurance Company 
Organized 1905 


Greenville South Carolina 











WHY 
The Columbus Mutual Life 


Insurance Company 
Prospers 


Ist. Because it is organized and run on correct principles. 
Direct agency contract, Vested renewals, Unrestricted 
territory, Automatic promotion, Perfected endowment 
policies. 


2nd. Because the policyholders and the agents are assured 
of fair treatment. 


3rd. Because we play no favorites and give every agent an 
equal opportunity. 

4th. Because it is a clean cut proposition through and through, 
efficiently and economically managed, making money for 
everyone connected with it—taking care of policyholders 
first—paying agents liberal commissions—paying stock- 
holders good dividends—paying officers moderate salaries 
—honest to the core. 


Do you want a life insurance home where you will be pro- 
tected and assisted in your efforts to build an agency and a 
renewal income to take care of your declining years? 


We Have a Home for You. Write Us. 
The Company Where Dreams Come True. 


THE COLUMBUS MUTUAL LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 
Cc. W. BRANDON, President. D. E. BALL, Sec’y & Actuary. 


























TEXAS 


AGENCIES OPEN 


RESOURCES 


Over One Million Dollars 


OUTSTANDING INSURANCE 
Over Twelve Million Dollars 


For particulars write 


THE WESTERN NATIONAL LIFE INSURANCE CO. 


P. O. Box 2131, Denver, Colorado 


Note: During the 12 years we have been in business we have never contested a 
death claim nor have we ever lost a dollar on any investment. No past due interest 


December 31st, 1923. 
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ILLINOIS LIFE AGENTS MEET 
Business Meetings Held at Home Office— 
Prizes for Conserving Business 
Cuicaco, Itu., September 2.—The twenty- 
frst annual convention of the $100,000 Club 
of the Illinois Life Insurance Company of 
Chicago was held at the home office of the 
— on Lake Shore Drive, August 28, 2 
and 30. A banquet was held Friday evening 
in the ‘ball room of the La Salle Hotel. Special 
entertainment was furnished during the ban- 

quet and a dance followed. 

In addition to eighteen managers, whose 
agencies produced not less than $500,000 during 
the club year, entitling them to honorary mem- 
bership, eighty-eight agents qualified for the 
$100,000 club. O. J. Arnold, secretary of the 
Illinois Life, presented conservation prizes to 
five men making the best renewal record in the 
thirteenth annual contest on business written 
during the previous club year. James C. Snow 
won the first prize with a renewal percentage 
of 97.94; John J. Delaney, second with 95.16; 
John M. Kelly, third with 94.74; Edwin R. 
Higbee, fourth with 89.29, and Walter M. 

Bachman, fifth with 88.73. 

The business sessions of the convention were 
held in the assembly room, Ulinois Life build- 
ing. R. W. Stevens, president of the company 
does not favor long trips for conventions, be- 
cause of the unnecessary expense, which isn’t 
fair to the policyholder, and also the loss of 
time to the agent. Mr. Stevens believes that 
business should be the main factor of con- 


ventions. 


Saving of Supplies 
Some time ago the writer, while waiting to 
be served in an office of one of the largest 
railroad companies in the world, noticed a 
bulletin on the wall from the office supply de- 
partment of the company giving instructions 
how to save lead pencils. It announced that a 
lead pencil holder was being issued in which 
lead pencil stubs should be inserted and used 
until entirely gone. The bulletin pointed out 
that the practice of throwing away short pencil 
stubs was a needless waste, costing the com- 
pany thousands of dollars each year. 
What a lesson in saving and thrift! 7 
that a railroad company administering property 
valued at over a billion dollars thought it worth 
while to spend the time and energy of one of 


“he fact 


its chief executive officers to devise ways and 
means to save lead pencil stubs 
No wonder that particular railroad 
company is one of the most efficient and pros- 


impressed me 


very much. 


perous in the country! 

A letterhead sheet of paper is not ordinarily 
held as of much védlue; in fact, we have seen 
many of our representatives use them for scrib- 
bling as if they were only scratch paper. If 
every one of the 3500-odd people working for 
our company in the home office and in the field 
Wastes one such sheet a day, and that would be 
a low average, it would mean a total annual 
Waste of 1,050,000 sheets for each year of 309 
Working days and cost. the company, even at 
the lowest wholesale price, $2625 in cold cash. 


Referring again to lead pencils, suppose that 
each one of us should waste one five-cent pencil 
each week for fifty weeks in the year. That 
would mean an annual waste of $8750. But we 
have referred to only two items, while there 
are scores of other things that our company 
supplies its representatives. Taken all in all, 
it is very probable that the foolish, not to say 
almost criminal, waste of the supplies of our 
company foots up to a sum of six figures an- 
nually. A single blank application does not 
seem to be of much value, but when they are 
wasted by the ten thousand it means the abso- 
lute loss of funds that could assuredly be more 
profitably invested. 

Usually it is not possible either for an in- 
dividual or a concern to save a great deal on 
a single expense item, but it is always possible 
to save a little; and if a little is saved on every 
item the sum of all will bulk large. It is the 
moral duty of every representative of the com- 
pany to do everything in his power to prevent 
waste of our supplies, not only for his own 
sake as an efficient man, or for the sake of the 
company, but most of all for the sake of our 
policyholders. If we reduce this inexcusable 
waste we can serve them better and pay them 
larger benefits. 

In this connection we are reminded of a 
statement made by President Johnson of our 
company in speaking about people who said 
was impossible for them to save anything. “In 
the great majority of cases,’ said President 
Johnson, “it is possible for people to save 
something, because while it may not always be 
possible for a man to increase his income, it is 
always possible for him to decrease his ex- 
penses.”—Saturday Morning Review. 


MISSOURI STATE LIFE 
Company Now Expanding Rapidly 
The home office organization of the Mis- 
sourt State Life Insurance Company, St. 
Louis, which has passed into the half-billion 
dollar class, now includes some 650 workers. 
They use 177 typewriters, 42 adding machines, 
46 dictating machines, and some 800 tables 

and desks in their daily work. 

On an average 250 applications, including 
preliminaries, come into the oflices daily, while 
usually 200 policies go out. The medical fees 
of the company are now aggregating $17.000 
monthly. 

The mailing division on an average day 
handles some 5000 pieces of outgoing first- 
class mail, and last year the company spent 
some $37.000 for postage stamps. The filing 
division is handling approximately 2,090,000 
pieces of matter yearly, and the company has 
some 495,000 application and correspondence 
folders in its files. 

The Missouri State Life’s printing depart- 
ment turns out 300,000 pieces of printed mat- 
ter weekly, and about 600,000 letterheads and 
2,000,000 envelopes are used annually. In De- 
cember, 1802, this company started life in a 
little room in a two-story brick buiiding in 
Monroe City, Mo. It was then the youngest 
of some seventy-five life insurance organiza- 
tions, without agents, surplus or reserve. 
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METROPOLITAN LIFE’S NEW 
LEAFLETS 
Policyholders Service Bureau Issues Series 
of Business Helps 

The policyholders’ service bureau, group in- 
surance division, of the Metropolitan Life In- 
surance Company, New York, has issued a 
series of leaflets dealing with various problems 
affecting business and industry, and designed 
to show the place that group insurance should 
occupy in such operations. Eight of the leaf- 
lets have already been sent out and two more 
will follow shortly. “Sales Management,” 
“Budgeting for Business Control,” “The An- 
nual Audit,” and “Sources of Cost Informa- 
tion” are some of the titles used and the treat- 
ment accorded the varying subjects shows the 
effect of concentrated effort in obtaining 
authentic data. 

While no explanation of group insurance, 
as such, is attempted in the leaflets being dis- 
tributed by the Metropolitan Life, group insur- 
ance policyholders and prospects are encour- 
aged to call upon the policyholders service 
bureau for additional information to that given 
in the leaflet treatises and in this way contacts 
are established. The leaflets actually furnish 
much assistance to the individual or firm con- 
ducting a business enterprise and the scheme 
should prove of real benefit to the company 
and its group insurance agents. 


The Istituto Nazionale delle Assicurazioni of 
Rome, Italy, has issued its report covering the op- 
erations of 1928 and the financial standing Decem- 
ber 31, 1923. Gr. Uff. Ing. Guido Toja is president 


of the council of administration. 
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This is your chance to harvest a big business 
and a big income, after your many years of 
insurance experience. If you are aman with 
a record of personal production, financial 
responsibility, hig h social standing, and are 
capabl le cf earning a large income—we want 
you to take che irge of our W las general 
agency. 


npany rated 


‘e con 





We are a western inst 
as one of the most py Jee les assets 
I es than those 


greater in proportion to liz 
of any other large company in hs same field 
—with one of the lowest percentages of re- 
jec tio mn in the U. S.—and with policies of new 
lling features and settlement provisions, 
ot j vet issued by any other company. 
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This is an unusual opportunity for you. If 
you can qualify, you will receive a contract 
direct with the home office, a liberal first 
year commission, a renewal commission, a 
collection fee, an -office allowance and a 
business-development allowance. 

Grasp this golden opportunity, now. Write 
us: address WICHITA, care this paper. 
Note: We also have an unusually at- 
tractive, special contract for good salesmen 
whose experience is limited. 
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Advantageous 
Agency Openings 


The Philadelphia Fire and Marine Insurance 
Company will establish a few more agency con- 
nections. 


This is the kind of company it pays to repre- 
sent—a powerful organization, reliable service 
and a full line of desirable policies offering pro- 
tection on property and commercial activities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 

508 Walnut Street, Philadelphia, Pa. 

209 W. Jackson Blvd., Chicago, IIl. 

125 Trumbull Street, Hartford, Conn. 

204-14 Pine Street, San Francisco, Cal. 

Trust Company of Georgia Bldg., Atlanta, Ga. 











STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $8 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 














AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION 
THOROUGHLY REVISED 
GREATLY ENLARGED 


This valuable work contains a wealth ofJinforma- 
tion for the agent. 


A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 


1—It reduces the credit waste. 

2—lIt affords an accurate basis for costs. 

3—It affords superior collection facilities. 

4—It increases efficiency. 

5—It promotes prosperity by stabilizing business. 
6—It distributes the burden of loss and affords an 


independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 


Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. 
of NEW YORK J. F, McFadden, President 


Executive Offices: 


511 Locust Street St. Louis, Mo. 
Offices in all the Principal Cities 


Credit Insurance Exclusively 
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OPINIONS SOUGHT 





Virginia Agents Send Out 
Questionnaire 





COMMISSION SITUATION IMPORTANT 
Will Not Hamper National Association by 
Independent State Action 
RicuMonp, VA., September 2—A number of 
Virginia agents have expressed their views on 
fire commissions, in response to a questionnaire 
sent out by the executive committee of their 
association to the membership two weeks ago. 
These replies have been filed, but as yet no 
effort has been made to classify and tabulate 
them. Prior to the meeting of the National As- 
sociation of Insurance Agents, it is hoped that 
all of the members of the Virginia Association 
will have answered the questions propounded 
by the executive committee, so that the Virginia 
delegation to the national meeting may be in a 
position to discuss the question of commissions 


with the National Association officers intelli- 
gently, and to present to the national officers a 
report on the views held by a majority of the 
Virginia agents. 

Readers of Tue Spectator will recall that 
when the question of commissions came up for 
discussion at the annual meeting of the Virginia 
Association in July, it was voted not to put 
the association on record as favoring any scale 
It was felt by those who 
voiced their opinions at the meeting that it 
might prove embarrassing to the National As- 
sociation if a number of State associations 
formally made known their attitude on the 
question of compensation. The Virginia Asso- 
ciation believes that the National Association 
wields a powerful influence, which may be used 


of commissions. 


towards settling present disturbed conditions 
in the fire business if it is not hampered by 
independent activities of State associations. At 
the same time, the Virginia Association feels 
in duty bound to stand by the majority of its 
membership in treating with the companies, 


and with the National Association, in the mat- 
ter of compensation. While it is believed that 
a majority of the Virginia agents favor a 20 
per cent flat commission, it was felt that it 
would be better to have the agents go on record 
as to their preference, and this was what the 
State officers had in mind in sending out the 
questionnaire. 

In some way the report gained credence that 
a questionnaire had been sent to the various 
insurance commissioners. Officers of the Vir- 
ginia Association declare that this report was 
without official foundation. 

C. F. Snyder Dies Suddenly 

Claude IF. Snyder, manager of the Henry 
Clay Fire of Lexington, Ky., died suddenly at 
He had been in 
the insurance business for many years, previ- 
ously as a field man, and had a wide circle of 
friends who will deeply regret his death. No 
official announcement as to Mr. Snyder’s suc- 
cessor has been made by the company. 


his home on Monday last. 











The Making of the Fire Insurance Rate 
(Continued from page 4) 

Height—The standard height was four stories or less, and a 
charge was made in excess of that, the fifth story .03, the sixth 
story .05, the seventh story .12, the eighth story .15. Atten- 
tion is called to the fact that the charges for this feature are 
cumulative; for instance, if the building was seven stories high, 
the charge for height would be .20. Attention is also called to 
the fact that for each story over seven, the same charge is made. 
This is based on the theory that any building above seven stories 
is quite out of the range of a fire department, and having once 
attained that height, the only way to treat the charge for height 
is by a high charge uniformly applied. 

Floor Openings——lIn the treatment of floor openings Items 
67 to 74 are used. First elevators are considered, then stair- 
ways and, finally, the subsidiary openings, such as belt holes, 
well holes, chutes, etc. 

The provision in the case of elevators assumes no charge for 
a standard condition and then makes modified charges as that 
standard is departed from until the highest charge is reached 
for a wooden shaft without self-closing traps. Stairways are 
handled in practically the same manner. 

The important feature in connection with floor openings is not 
this graded treatment, however, which is quite common, but 
the provision for handling the charges where both elevators 
and stairways exist and also where there is more than one unit 
of stairways and/or elevators. 

In the famous Aubin Schedule, the method adopted in the 
mercantile was probably first laid down as a principle, although 
it may have been used before. The principle adopted (and Mr. 
Aubin claimed that he had tested it by actual fires) was that 
two elevator shafts passing through a floor were not twice as 
bad as one. The same is true in regard to stairways and other 
floor openings. The theory is probably sound, and the theory 
is also borne out by practice that if you have one floor opening 
the fire will pass readily through that. Fire is not fussy, and 
is content usually with a small opening and does not ask for 
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a large number in order to readily pass from floor to floor. If, 
then, theory and observation back up that principle, how is the 
charge treated ? 

First, the elevators and stairways are taken, and the one 
which has the poorer condition, thus making the higher charge 
for floor openings, is the main charge that is used. Then for 
the other openings which would have as a primary charge a 
lesser charge, one-half of the actual charge is taken. Another 
problem still remains, however, and that is, how shall additional 
openings of the same kind be treated? [or instance, suppose 
there is an elevator at one end of the building and an elevator 
at the other; the rule adopted in this case is for the extra 
elevator or stairway to be charged one-fourth of the actual 
charge; in other words, full charge for the first unit of an 
elevator and for the additional unit, one-fourth of the charge. 

In the case of subsidiary openings, belt holes, etc., the 
Schedule adopts a different rule. Charges in all these cases are 
based on the number of floors pierced, while in the case of 
elevators and stairways a stated charge is applied, whether 
the elevator is piercing a building of two stories in height or 
twenty stories. The reason for the somewhat harsher treat- 
ment of the subsidiary openings is based on a theory that is 
probably sound, namely, that all buildings have stairways and 
many have elevators; in other words, these are the normal floor 
openings and in most properties they will not be standard and 
a permanent charge will thus be secured for this sub-standard 
It will always be, in other words, a permanent 
In the case of subsidiary 


condition. 
charge in the rate of insurance. 
openings, however, the feeling is that they may be made 
standard and therefore the charges are substantial and are 
based on the number of floors pierced. Usually the charge is 
.ot for each floor pierced, except in the case of well holes where 
the charge is .o5 for each floor pierced. If there are two sets 
of belt holes the same principle is followed in charging one- 
fourth for the second set. This method of charging for the 
floors pierced does justice to the item, because if the belt hole 


only pierces one floor, the charge is only borne by that floor. 
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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 


Insurance Co. 
St. Louis, Mo. 


































Provident Mutual 


Life Insurance Company of Philadelphia 
—— Founded 1865 


Pennsylvania 
Over forty per cent of the new business of the 
Provident Mutual is upon the lives of old policy- 
holders who not only evidence their satisfaction by 
insuring their own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the Provident 
Mutual is the active good will of these whose 


Old Age Endowments have matured. 











General Agents Wanted 


In 
Idaho Kentucky 
Washington Michigan 
Oregon Virginia 





Unusual opportunities and attractive con- 
tracts for good PERSONAL PRODUCERS 
and ORGANIZERS. 


Must have details regarding insurance ex- 
perience, production in each of last three 
years, and particular territory desired, in 
first letter. 


For booklet ‘‘Why the Minnesota Mu- 


tual’’ 
Write 


O. J. LACY 


2nd Vice-President—in Charge of Agencies 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 


















































Progressive agents will find it a decided advantage 
to have the agency of this company that does render 


a SUPERIOR SERVICE. 


We have valuable agency territory available in the 


following States: 


Arkansas Maryland Ohio 

Colorado Massachusetts Pennsylvania 
Connecticut Michigan South Carolina 
District of Columbia Minnesota Tennessee 
Illinois Mississippi Texas 

Indiana Missouri Virginia 

Iowa Nebraska West Virginia 
Kansas New Jersey Wisconsin 
Kentucky New York Wyoming 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
Homer H. McKee, President. 




















Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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Tnsuranee Deceleion & 


By Soseph @. Seller of the New York Bar 


MARINE 

Defendants claim that action was barred 
after one year untenable. Plaintiff, being 
the owner of the automobiles lost overboard, 
may recover upon production of insurance 
certificates—the insurer was not justified in 
paying a third party without insisting upon 
the production of the certificates. 

Complaint is founded upon certain insurance 
certificates issued by defendant company “to 
the order of one A. J. Berg or order.” The 
risk insured covered among other things “jetti- 
son and/or washing overboard.” The shipment 
included eight automobiles which were con- 
signed to the plaintiff, a Swedish corporation, 
and against the loss of which the defendant 
company had issued Berg eight certificates, one 
for each automobile. The insurance certificates 
were indorsed in blank by Berg and eventually 
came into plaintiff's possession upon purchase 
of the automobiles. 

The automobiles were washed overboard dur- 
ing the voyage but defendant refused to pay 
plaintiff's claim, alleging, first, that plaintiff 
had failed to prove loss of automobiles through 
the perils insured against; second, that by the 
terms of the open policy, no recovery could be 
had because not commenced within a year, and 
third, that the insurance had been paid to Berg 
in his capacity as a partner to plaintiff. 

Held, that there was sufficient prima facie 
proof by plaintiff to show that loss had occurred 
through the perils insured against. Letters of 
inquiry from the defendant’s agents to various 
persons and their replies were received in evi- 
dence as constituting some evidence of an ad- 
mission by defendant that the goods were lost 
by being “jettisoned or washed overboard.” Up 
to time of trial, no claim was ever made by 
defendant that the goods were not lost by the 
perils insured against. There is no doubt that 
the automobiles were never delivered to the 
plaintiff, 

As to the limitation of time, it was conceded 
that the action was not commenced within one 
year and that the open policy under which the 
certificates were issued limited the time with- 
in which an action could be commenced to one 
year. But how is the holder of the insurance 
certificate to know of this limitation? The 
year of limitation should be brought to the 
holder’s attention by a proper reference thereto 
in the certificate itself, 
conduct may waive a condition in the policy.” 

Defendant also claims to have paid $9600 or 
most of the insurance moneys to Berg as a part- 
ner of plaintiff. However, there is no evidence 
that the plaintiff ever represented itself as a 
Partner of Berg. Defendant did not know of 
the plaintiff at time of payment of these moneys 
to Berg. The defendant upon issuing these cer- 
titcates assumed an obligation direct to the 


“An insurer by its 


holders thereof in good faith for value—andcomplied with the policy. 


plaintiff is such a holder. If one of two inno- 
cent parties must suffer, the loss should fall on 
the insurance company, as being the one that 
made it possible. 

Graham Brothers Abticbolog Plant vs. St. 
Paul Fire and Marine Insurance Company (N. 
Y. County Sup. Court), 122 Misc. 581. 


BURGLARY 


Policy provided that company should not 
be liable unless books and accounts were 
kept by the insured, that actual loss could be 
determined therefrom. Informal books kept, 
complied with the policy. 

Plaintiff carried a policy of burglary insur- 
ance with defendant covering its stock of furs. 
While still in force, plaintiff's premises were 
entered and a considerable quantity of goads 
were carried away. The policy provided in 
“A The company shall not be liable 

(5) Unless books and accounts are 
kept, that the actual loss may be actually deter- 
mined therefrom by the company.” 

Defendant claimed that the books and ac- 
counts were not so kept that the loss could be 
accurately determined therefrom. The assured 
kept a sales book, order and storage books, 
ledger, check book and stubs and numerous bills 
representing purchases of merchandise and an 
inventory taken on January I, IQIQ. 

On the inventory the merchandise was 
described by name and lot number and valued 
at cost. The sales and order books contained 
entries of merchandise ordered and sold. Plain- 
tiff’s ledger contained the names of her cus- 
tomers and the amounts charged to them. She 
kept no journal in which to enter purchases 
but kept the bills in a file. The records of 
garments left for storage or repair were con- 
tained in a record book. 

The question is whether a definite and intelli- 
gent proof or showing of the loss sustained 


part: 


can be made from the books, records and ac- 
counts kept by plaintiff. The accountant em- 
ployed by the defendant fixed the loss at $9579.- 
39, while the accountant employed by the plain- 
tiff was able to ascertain the loss from the rec- 
ords and fixed it at $14,262.08. 

Held, that plaintiff's business was a small 
retail business and did not warrant the intro- 
duction of an elaborate system of bookkeeping. 

The plaintiff was not compelled to maintain 
any special system of bookkeeping ; the require- 
ment was simply that the books plaintiff did 
keep and the accounts which they did have, 
whether invoices, bills or inventories or any 
other kind of document should make possible 
upon an examination by the defendant “a defi- 
nitely intelligible showing of the loss sus- 
tained.” 

The books and records kept by the plaintiff 
Judgment affirmed. 
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Lenser vs. Nationdl Surety Company, 1924, 
Second Dept., 209 A. D. 464. 


AUTOMOBILE 


Burden is on insurer to show that insured 
did not own property covered by policy. 

Suit was brought on a policy of insurance 
to recover the value of an automobile alleged 
to be stolen. The policy described the car as 
follows: “Year, 1919. Trade name, Chandler. 
Type of body, roadster. Motor number 87,688.” 
It was provided that the policy should be void 
if the interest of the assured in the subject of 
insurance was other than “unconditional and 
sole ownership.” 

On trial, defendant denied liability on three 
grounds: (1) that the insured had no insur- 
able interest on Chandler automobile, motor 
number 87,688, (2) that he was not the sole 
and unconditional owner, and (3) that no 
damage had occurred to Chandler car with 
motor number 87,688. From the evidence, it 
appeared that plaintiff had purchased the car 
in good faith from another person who also 
acquired it in good faith, but that it had orig- 
inally belonged to a third party in Chattanooga, 
from whom it had been stolen, and that he had 
assigned all of his interest therein to another 
insurance company, which had paid him for the 
loss. The evidence failed to disclose whether 
the insurance company had ever recovered the 
car or had sold its interest to any of plaintiff’s 
predecessors in title. The motor number had 
been changed on the car from 67,639 to 87,688 
and it also was shown that the Chandler car 
bearing the original factory number 87,688 was 
the property of a person in the State of New 
York. The Municipal Court judge directed a 
verdict for defendant, which was sustained by 
the Superior Court. 

3ut on appeal it was held that a person in 
possession of personal property is presumed to 
be the owner unless the contrary appears. 
Where a fire insurance company insures cer- 
tain property, as belonging to the insured, the 
burden is on the insurance company to prove 
that the insured did not own the property. 
Here the defendant failed to show that the 
other insurance company had not conveyed its 
title and interest to a party through whom the 
plaintiff claimed. A direction of a verdict in 
the defendant’s favor was error. 

However, if the insurance company defend- 
ant affirmatively proves that the plaintiff did 
not have title, he cannot recover. The bona- 
fide possession of stolen property does not give 
the holder any sort of title whatever such as 
would satisfy the rule requiring an insurable 
interest. 

If the insured is the actual owner of the 
automobile which is the subject matter of the 
contract of insurance and has an insurable in- 
terest therein, the mere fact that the automobile 
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Public Accountant Actuarial Actuarial ~_ 
HARRY C. LANDWEHR FRANK J. HAIGHT T. J. MCCOMB 
Certified Public Accountant CONSULTING 
Insurance a Specialty ACTUARY CONSULTING ACTUARY 
75 a Piety k City nee pen me ig — Colcord Bldg., OKLAHOMA CITY, OKLA, 
JULIAN C. HARVEY, F. A. I. A. F. M. SPEAKMAN, C.P.A., 
Prominent Agents and Brokers CONSULTING CONSULTING ACTUARY —_ 
ACTUARY BURNS & SPEAKMAN, Certified Public Accountants pare 
CHEMICAL BUILDING SL. LOUIS, MO. THE BOURSE PHILADELPHIA 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING S 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 
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CONSULTING ACTUARIES Life Insurance sass eae STATISTI CIAN 
= gg crore —_ pute in 10 So. La Salle St. Chicago, Ill. a i annie t + Bid B: 
7 a ranches o nsurance. Ref res : Past 23 Y orkmen’s Compensation ankers’ Trus q. is 
75 Fulton Street New York sole atiaacmieali = i me Philadelphia aes 
would 
DONALD JAMES H. WASHBURN, F. A. 1. A. void, 
CONSULTING ACTUARY car é 
F. CAMPBELL LIFE INSURANCE Ordinary, Intermediate, partie 
CONSULTING ACTUARY ‘ WORKMEN'S COMPENSATION. , Gil 
160 No. LA SALLE ST. Telephone State 7298 i ee : . of A 
tee iiniaielatin se Cable te ee ae York Consulting Engineers South 
165 BROADWAY NEW YORK CITY 
De, 
> FREDERICK A. WALDRON : 
PAUL L. WOOLSTON GEORGE B. BUCK EEN 2: PES drink 
. Designer of by 
INSURANCE EXAMINER, ocidaitcnia HOME OFFICE BUILDINGS re 
ACTUARY AND ACCOUNTANT se ann Do mista Full Architectural and Engineering intend 
eee eee eee Services Available tisten 
MAJESTIC BLDG., DENVER, COL. 25 FRANKFORT ST. NEW YORK 37 Wall St. Tel. Hanover 6718 New York City ‘ 





























26 












nts 
HIA 


lor 


EE 
ng 





ice 











September 4, 192+ 


THE SPECTATOR 


Miscellaneous Insurance 








a canals 
Statisticians 





— 








—— 


STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC, 


Whitehall 20 Vesey Street 
7796 New York 




















* Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











Mailing Lists of Prospects 


FOR INSURANCE 
LIFE—FIRE— CASUALTY 


At a standard charge of $4.50 per 
thousand with liberal discounts 
for large lots, guaranteed to be 
99% accurate. Every kind and 
nature of business and _ profes- 
sional lists. 


Business Men, Doctors, Lawyers—we 
have any list you want for you to circu- 
larize in your community. 


We will handle your entire mailing 
campaign if you prefer. 

Let us help you double your production 
at very little cost. 


Write for information. 


THE BLUE BIRD SERVICE 
107 East Pleasant Street 
BALTIMORE MARYLAND 











number was changed without his knowledge 
would not of itself render the policy null and 
void, with reference to the insurance on the 
car actually dealt with by the contracting 
parties. 

Giles vs. Citizens Ins. Co. of Missouri (Court 
of Appeals of Georgia, Division No. 2), 422 
South East. Rep. 890. 


ACCIDENT 
Death from typhoid from unintentionally 
drinking polluted water held to be caused 
by “external, violent and accidental means.” 
A railroad employee drank water from pipes 
intended to carry drinking water. Another 


system of pipes was used for conveying water 





for other purposes, such as filling engine tanks, 
and was drawn from a small stream which was 
polluted by sewage and other putrid and 
decaying matter. Due to a defective gate valve 
the polluted water was conveyed into the pipes 
used for drinking purposes and as a result of 
drinking the water from these pipes the em- 
ployee became ill from typhoid and died. Held, 
that death was caused by “external, violent and 
accidental means” within the meaning of an 
insurance policy. 

The means by which disease is acquired being 
the entrance of the typhoid germs into the 
body, if the means of such entrance are acci- 
dental, the resulting typhoid fever and its fatal 
consequences may also be said to be accidental. 
In this case the deceased intended to drink 
water from the faucet, but he intended to drink 
the pure water furnished by the city and not 
the sewage-polluted water. It was the defect 
in the valve which was the accidental cause of 
drinking the polluted water and taking into his 
system the germs which caused his death. The 
agency causing the death—the typhoid germs— 
was external. Death may also be regarded as 
received through a violent means. Violence 
causing a bodily injury is not necessarily lim- 
ited to physical force, but the accidental intro- 
duction into the body of a foreign substance 
which causes death or extreme bodily injury 
and suffering is violent within the meaning of 
the policy as much as if the violence had been 
a blow. 

Christ vs. Pacific Mut. Life Ins. Co. 
(Supreme Ct. of Illinois), 144 N. E. Rep. 16r. 


Casualty Programs 
(Continued from page 7) 


committee on resolutions. 

Roll call and record of members present. 

Report of committee on nominations. 

Reading of minutes of 1923 convention. 

Election of officers and standing committees. 

Report of secretary-treasurer: Dorr C. Price. 

Report of the auditing committee by its chairman: 
Fred Y. Coffin. 

Adjournment sine die. 

Address: “Income Tax Rulings and Recent Legis- 
lation.” 


Report 


Address by president: Thomas E. Braniff. 
Discussion. 
Report of executive 
G. Arthur Howell. 
General 
Report of committee on resolutions. 
Report of committee on nominations, 
Election of officers. 
Unfinished business. 
New business. 
Adjournment sine die. 


committee by its chairman: 


discussion. 


AFTERNOON. 1 O’CLocK 
(concluded). Consolation 
holes medal play. Prize for winner and 
runner-up low net and low gross score. Company 
players and agent players (8 prizes). 

Included in consolation round—18 holes special 
medal handicap for players with handicap of under 


THURSDAY 
Men’s golf tournament 


round, 18 


eighteen. Prize for low net score, company player 
and agent player. 
Tuurspay Eventnc, 8 O’Crock 

Informal dancing. 

Auction bridge. 

Movies. 

GOLF TROPHIES 
The following gentlemen have contributed golf 
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Edgar A. Hamilton, Baltimore, executive 
head, Fidelity and Deposit Company of Maryland. 

The Fidelity Challenge Trophy Golf Championship 
Cup will be awarded the player, either company or 
agent, who turns in the lowest gross score for the 54 
holes (18 each day) of tournament medal play. To 
become his permanent possession he must win it five 
times. Each year the cup will be competed for un- 
til tinally so won. The name of each winner (tempo- 
rary holder) will be engraved thereon. 

Colonel Hamilton contributes in addition, a prize 
for the winner this year, which prize will become his 
permanent possession, 

William BroSmith, Hartford, president, Interna- 
tional Association of Casualty and Surety Under- 
writers, and vice-president and general counsel, the 
Travelers Insurance Company. 

Thomas E. Braniff, Oklahoma City, president, Na- 
tional Association of Casualty and Surety Agents. 

Charles D. Greer, Louisville, on behalf of general 
agents and branch office managers of the Casualty and 
Surey Association of Louisville, Ky. 

Morgan B. Brainard, Hartford, president, 
Life Insurance Company. 

W. B. Athey, Philadelphia, secretary, American Re- 
Insurance Company. 

C. M. Hansen, New York, vice-president, general 
reinsurance corporation. 

F. A. Ungles, Des Moines, vice-president, Southern 
Surety Company. 

Eugene H. Winslow, New York, president, the 
Metropolitan Casualty Insurance Company. 

W. L. Taylor, Davenport, vice-president and gen- 
eral manager, Federal Surety Company. 

A. Duncan Reid, Newark, president, the Globe In- 
demnity Company. 

Frederick Richardson, Philadelphia, United States 
manager, General Accident, Fire and Life Assurance 
Corporation, Limited. 

Wm. B. Joyce, New York, chairman, 
directors, National Surety Company. 

Charles F. Frizzell, Philadelphia, vice-president 
and general manager, Indemnity Insurance Company 
of North America. 

J. M. Haines, New York, assistant manager, Lon- 
don Guarantee and Accident Company, Limited. 

Edson S. Lott, New York, president, United States 
Casualty Company. 


trophies: 


4ftna 


board of 


F. Highlands Burns, Baltimore, president, Mary- 
land Casualty Company. 
T. J. Falvey, Boston, president, Massachusetts 


3onding and Insurance Company. 

Milford E. Jewett, New York, president, Royal In- 
demnity Company. 

J. Arthur Nelson, Baltimore, president, New Amster- 
dam Casualty Company. 

Arthur E. Childs, Boston, president, the Columbia 
National Life Insurance Company. 

W. G. Curtis, Detroit, president, National Casualty 
Company. 

C. T. Gray, New York, assistant general manager, 
the European General Reinsurance Company, Limited. 

P. M. Bowen, Detroit, assistant secretary, Stand- 
ard Accident Insurance Company. 


SPECIAL NOTICE 


As we are here primarily to attend our respective 
conventions, all members are urged to refrain from 
playing golf each day of the convention before 1.00 
o’clock p. m. In justice to all, should anyone dis- 
regard this request, that fact will disqualify him from 
competing in any of the golf events. 

Tournament open to members only. 

No player may win more than one prize. 

Guests are not eligible for prizes. 

Players must turn in their score in the qualifying 
round. 

All players, at time of entry, must give their club 
handicap, the name of their club and the length of 
the course. Any player without a club handicap will 
be obliged to furnish his three best scores for 18 
holes this year, with name of club and length of 
course on which they were made, 

Information as to the course to be played (new or 
old 18-hole) and the time of starting will be fur- 
nished by the golf committee or the professional at 
the club house and posted on the bulletin board at the 
joint headquarters. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSU 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 


INTERSTATE CASUALTY CO. ee 
American Re-Insurance Co,|; 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,263,477.10 
AUTOMOBILE INSURANCE | ee 


LIABILITY INSURANCE Surplus 7 u - 670,033.03 


PLATE GLASS INSURANCE | Voluntary Catastrophe Reserve 200,000.00 
| Reserves - - - - 2,643,444.07 


A SPECIALIST COMPANY | RE-INSURANCE ONLY 


Total Surplus to Policy Holders Cash Capital Paid in $500,000.00 | | Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 


Competing with no direct-writing Insurance Company 





ST. LOUIS, MO. 





CuIcaco SAN FRANCISCO = louSTON ; : a 
830 Insurance Exchange Alaska Commercial Chronicle Building Qualified before U. S. Treasury and Licensed by Principal States 


es ene Financially Strong Conservatively Managed Liberal Contracts 


LOUISVILLE Satt Lake City ALBUQUERQUE 


Gaunt & Harris 1015 Boston Building 112 South Third Street | CORRESPONDENCE INVITED 

















| The fidelity and (ually (inpanyof NewYork 
ut H AMPTON ROADS | —1876— ROBERT J. HILLAS, Pres. © —1924— 


, Total Assets Over Thirty-one Million Dollars 
FIRE AND M ARINE Total Reserves Over Twenty-one Million Dollars 

| Surplus to Policyholders...Over Nine Million Dollars 
Losses Paid to June 30, 1924 Over One Hundred 


Insurance Company =| and Seven Million Dollar 


Surety Lines 








CASUALTY LINES 


NO ? VIRGINIA 4 ACCIDENT siesta og 
| COURT 
| eanauese Casualty Insurance CONTRACT 
COMPENSATION FIDUCIARY 
- | AUTOMOBILE and —" 
Address Home Office For Agency Connection —s — 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
| ENGINE EXCISE 
HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, FLY-WHEEL 
President Vice-Pres. and Managing Under. 


Secretary Fire Dept. | **INSURANCE THAT INSURES’’ 








IM ISCELLANEOUS) 
































How to Build Business 


By William T. Nash, Originator of the Monthly Income Policy 


Hoe” many books on salesmanship have you read? You know 
the contents of the average book of this type. Theories, 
theories and then more theories. Here is a new departure. Here 
is a compilation of 33 stories showing just what Life Insurance means 
to those in every walk of life. Here is a book that SELLS LIFE 


INSURANCE. 
Order Your Copy Now 


Price, Flexible Binding, $6. Edition De Luxe, Genuine Leather Binding, $10. 
Write for FREE Booklet entitled The Business Builder Service. 


THE SPECTATOR COMPANY 


Chicago New York 








38 








